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How Much Do You Know 


About the Electric Refrigeration Industry? 


These Questions are pertinent to your business. Can you answer them? 


9. What new and important companies have recently entered the 
electric refrigeration field? What are the specifications of their 19.04 


I. How many electric refrigerators have been sold in your state 
so far this year, by companies represented in the National Elec- 


trical Manufacturers Association? 


2. Approximately how many electric refrigerators have been sold 
this year by companies outside the National Electrical Manufac- 
turers Association? What percentage of the industry’s total volume 
is this figure? 


Be What companies make equipment for the air conditioning of 
offices? homes? restaurants ? 


4. Has the Federal tax on household mechanical refrigerators, 
which became law in June, 1932, affected refrigeration sales? 


= . . . . . oe . . 
ede What insulation is now being featured in Frigidaire cabinets? 
G. What major companies are now selling low-priced units? 
Ze How many ice boxes were sold last year in the United States? 


3. How do these ice-box sales compare with previous years. and 
with electric refrigerator sales? 


products ? trig 


10. How many wired homes, prospects for electric refrigerator 
sales, are to be found in Albany, N. Y., Red Bluff, Calif., or your 


home city. 


EL. Where can you buy component parts (filters, housing cabinets, 
spray nozzles) for room coolers? 


E2. Just how does the General Electric Junior differ from the 
Monitor Top refrigerator? 


13. When did electric refrigeration unit sales first overtake 
passenger automobile unit sales? 


14. What features of the new 1933 lines have been announced 
recently by Kelvinator? Leonard? Other important companies? 


1- What is the present scale of prices on electric refrigerators? 


16. What are the present specifications of all models of leading 
makes of electric refrigerators? 


You'll find the answers in the fe 


1932 REFRIGERATION DIRECTORY and MARKET DATA BOOK |. 


What you will find in the 
New Directory Supplement 


oe 1. Trend of Distribution During 1932 


Anyone who wants an overall and up-to-the- 
minute picture of industry developments and mer- 
chandising trends during 1932, should not miss 
the survey which Editor George F. Taubeneck 
has especially prepared for this Supplement. 


Association. (Companies represented in the 
NEMA group include Copeland, Frigidaire, Gen- 
eral Electric, Kelvinator (including Leonard), 
Norge, Servel, Trupar, Universal Cooler, West- 
inghouse, Majestic, Gibson and Crosley.) Also 
household electric refrigerator sales by the entire 
industry as estimated by Electric Refrigeration 
News after a special survey. 


Some of the Directory Contents 


Complete List of Manufacturers of Refrigeration Equipment, Parts, MAN! 
Materials and Supplies ation 


All companies are listed in four different sections—alpha- arg 
betical, trade name, classified and geographical. The classified " 
section comprises 196 pages of complete information on all 
sources of supply for products and services used by the industry. Covgr 
The geographical section is the first complete list of refrigera- fy th 
tion manufacturers to be issued in convenient geographical ‘eit 
arrangement with names of executive officers. 


3. Specifications of Household Electric 
Refrigerators 


Comprehensively presented covering 56 pages 


rhis review reflects opinions and information are the specifications of household electric refrig- 


obtained as a result of much traveling and wide 
contact with distributors and dealers as well as 
manufacturers all over the country. Written in 
the frank, engaging style which is characteristic 
of Mr. Taubeneck’s editorials, it presents a com- 
prehensive picture of the industry’s progress 
during the past year. 


2. Sales Statistics for 1932 


This comprises a month-te-month tabulation 
of household and commercial. refrigerator sales 
during 1932 as compiled by the Refrigeration 
Division of the National Electrical Manufacturers 


erators manufactured by 48 different companies. 
In response to a wide demand from distributors, 
dealers and salesmen, these specifications were 
first published in the May and June issues of 
Electric Refrigeration News and all manufac- 
turers were invited to bring specifications up-to- 
date for the purpose of this Directory Supple- 
ment. 


4. Air Conditioning Directory 


A revised list of the manufacturers of all types 
of air-conditioning equipment also principal 
parts and accessories. 


SEND YOUR ORDER ON THIS COUPON 


Business News Publishing Co., 
550 Maccabees Bldg., Detroit, Mich. 


[] Enelosed is $3.50. Please enter [] new [] renewal subscription to Electric Refrigeration News and 
send the 1932 Refrigeration Directory and Market Data Book including NEW SUPPLEMENT. 


Book including NEW SUPPLEMENT. 


ME? ole. ne ei ee oes rt eR beth s he er eens 


Address 


City amd State ......sscvccvcvccvccscvcseeseeccs 


Enclosed is $1.00 for which please send copy of the 1932 Refrigeration Directory and Market Data 


Above rates for United States orders only. 


Figures and Analyses of Refrigeration Sales 

These figures cover a ten-year period and are broken down 
according to the major classifications of equipment. 
Figures on Wired Homes 


All states, counties and places of 2,500 population or over 
are covered with the estimated potential market for electric 
refrigerators in each community. 


Sales Charts of Electric Appliances 


These charts show the comparison of refrigeration sales with 
other household appliances and the relative saturation of the 
market. 


Distributor and Dealer Survey 


Here is presented the results of a merchandising survey 
based on confidential information concerning distribution 
methods of 497 distributors and 20,897 dealers. 


NOW—584 PAGES 


of Valuable Information 


for ONLY 50 CENTS 


(In combination with new or renewal subscription to 
Electric Refrigeration News) 


$1.00 per copy when purchased separately 
from a subscription 
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ESTINGHOUSE TO 
['E SALESMEN 
$12,000 IN CASH 


innd-Up Contest’ Will 
tart Nov. 15 And 
Close Dec. 31 


SFIELD, Ohio—Prizes totaling 
) in cash are being offered by the 
fr ition division of the Westing- 
house “lectric & Mfg. Co. in the “Round- 
ip Coatest” which is being staged for 

re! -igeration salesmen between Nov. 

i! Dec. 31. 


{ The ‘round-up” idea ties in with the 
rene! theme of the Westinghouse 
Quota Busters’ Club plan, but the con- 


st bears no relation to the activities 
‘the club. Every salesman will have 
1 opportunity to win a prize. 
Every sale made will represent a steer 
roped. The first steer bagged qualifies 
the salesman for the contest. 
When a retail salesman has roped his 
ynd steer, he is qualified to compete 
for e special district prizes. 
Prizes totaling $100 are being offered 
each of the nine districts to the 
nan who writes the best letter of 
re than 100 words on “How I 
My Second Steer.” Awards in 
each district include a first prize of $50, 
,second prize of $25, and five honorable 
mention prizes worth $5 each. 
A prize of $5 is being offered for the 
third steer coralled by the salesmen. A 
§2 prize is being offered for the fourth 


seer, $4 for the fifth, $1 for the sixth, | 


$3 for the seventh, $1 for the eighth, 
83 for the ninth, and $5 for the tenth. 
For every fifth steer roped after the 
tenth (the fifteenth, twentieth, etc.) the 
men will receive $10. 
Apartment house salesmen will get $1 
for every steer corralled. 
Commercial and water cooler sales 
counted on the same basis as 
iles of domestic jobs, except in cases 
where six or more water coolers are in- 
talled in one building, in which case 
ward will be made on the same 
as those falling within the apart- 
house division. 
Each installation, to be recorded in 
ntest, must be reported on Quota 
report forms, Westinghouse offi- 
have announced. Reports must be 
tmarked not later than 12 p. m., Tues- 
Jan. 3, to be counted in the contest. 


will be 


Sales Increase 


MANSFIELD, Ohio—Electric refriger- 
1tion sales during the past few months 
te a consumer preference toward 
irger sized cabinets, according to R. C. 
ive, manager of the refrigeration 
n of the Westinghouse Electric & 


Ve 
) 


rove made this statement to am- 
the recent announcement that the 
ighouse refrigeration business has 
a substantial increase during the 
ew months 


rding to the figures made public | 


its refrigera- 
orders en- 


Westinghouse Co., 


vision reported that 
luring the month of September 
99 per cent over the previous 


in dollar volume, and 17 per cent 
of September, 1931 

ough there has been a slight 
noticed in the field since the an- 
ment of lowered prices by many 
manufacturers, the increase we 
iad is due to the public demand 
ger sized Westinghouse refrigera- 


this 
Page 4, Column 3) 


very encouraging to note 


ncluded on 


IE. HUNE TO DISTRIBUTE 
IN VERSAL COOLER LINE 


TROIT—The Appliance Engineer- 
‘o. of Boston has been appointed 
itor for Universal Cooler com- 
il refrigeration equipment in the 
ingland territory, according to in- 
tion just made public by Universal 
Corp 
Appliance Engineering Co. has an 
ization of 400 dealers in the terri- 
which embraces the states of 
New Hampshire, Rhode Island, 
istern Massachusetts. 
tically all of these 


dealers will 


Universal Cooler commercial re- | 
assistance of the | 


ition, with the 

\utor’s sales and engineering staffs, 

ling to E. A. Terhune, president of 

ppliance Engineering Co. 

yne oil burners and Estate electric 
are other products 


ganization. 


which are} 
ed by the Appliance Engineering 


Copyright, 1932, by 
Business News Pub. Co. 
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THREE DOLLARS PER YEAR 
TEN CENTS PER COPY 


Frigidaire Officials 
Get Information 


From Field 


DAYTON—Round table discussions to 
acquaint distributors, district managers, 
sales managers, and supervisors with 
Frigidaire’s winter selling program, and 
to talk over problems of a non-seasonal 
nature as well, were held by H. W. 
Newell, vice president in charge of sales, 
F. R. Pierce, sales manager, and J. J. 
Nance, manager, sales planning division, 
Frigidaire Corp., on their recent tour 
covering all sections of the country east 
of the Rocky Mountains. 

Approximately 400 representatives of 
the organization were in attendance at 
| the various meetings which were held 
jin Cleveland, Philadelphia, Boston, Chi- 
cago, St. Louis, Dallas, Tex., and Atlanta. 


“Through these meetings we were able 
|to accomplish a number of things of a 
|highly constructive nature,” states 
Newell. “In the first place we were able 
to make a very satisfactory presenta- 
tion of our winter selling program. 
“But by far the greatest good we ac- 
complished was in getting first hand, 
direct from the men who are daily con- 
tacting our salesmen and dealers, an un- 
colored and unbiased report on what our 
field organization is thinking and doing. 
“With this information we are in a 
position to adapt our plans and policies 
still more directly to field requirements.” 


N.A.PR.E. CONVENTION 
IS HELD IN CHICAGO 


By John T. Schaefer 
CHICAGO—Several hundred owners 
|}and operators of ice and cold storage 
|plants congregated at the Hotel Sher- 
|man last week in the twenty-third an- 
| nual convention of the National Asso- 
|ciation of Practical Refrigerating Engi- 
neers to discuss ways and means to im- 
prove the operation of their plants, and 
to hear about new developments which 
are affecting their businesses. Detailed 
reports of the most interesting talks will 
|}appear in the next issue of the Engi- 
|}neering Section. 
| The sessions had a decidedly practical 
jappeal to operating engineers of large 
| plants, with a daily “Question Box” or 
j;open forum discussion of operating 
| problems, and with manufacturers of re- 
| frigerating machines and parts on hand 
| to answer questions about their products. 
In the convention exhibit were dis- 
played -insulation, valves, fittings, tools, 
condensing units, cooling coils, cranes 


and hoists, brines, motors, blowers, and | 


other equipment used in the large ma- 
chine branch of the refrigeration indus- 
try. 
Friday afternoon the following officers 
|of the association were elected for the 
(Concluded on Page 4, Column 4) 


_ MANY LETTERS ENTERED IN 
| WESTINGHOUSE CONTEST 


MANSFIELD, Ohio—Letters were re- 
ceived from 
|the Union, and even from Hawaii, in 
the Westinghouse national letter contest 
which ended Oct. 29, according to R. C 
| Cosgrove, manager of the refrigeration 
division of the Westinghouse Co. 

Some of the were written in 
poetry, some were decorated with art 
work, and some were 
sample refrigerators, states Cosgrove. 

Immediately following the closing of 


letters 


(Concluded on Page 4, Column 5) 


practically every state in) 


even written on| 


RECORD OCTOBER 
SALES REPORTED 
BY KELVINATOR 


Shipments 170% More 
Than Same Month 
In 1931 


DETROIT—Unit shipments of Kelvin- 
ator Corp. during the month of October 
were nine per cent higher than for any 
| October in the history of the corpora- 
|tion, and 170 per cent greater than for 
October, 1931, according to H. W. Bur- 
ritt, vice president in charge of sales. 

“We feel that the establishment of an 
all-time record for October, coming at 
this time when sales resistance is high, 
shows public demand for the modern 
convenience of electric refrigeration 


portant, it proves the public ability to 
expend cash for a household necessity,” 
states Burritt. 

“Field inventories at the end of our 
fiscal year were low as the result of 
Kelvinator’s derby sales contest, which 
went over quota in all divisions. The 
introduction of new models, featuring 
two entirely new economy units, also 
stimulated field sales materially.” 


Mayflower Presents 
4.5 Cu. Ft. Model 


For $112 


DAYTON—A Mayflower electric re- 
frigerator with 4.5 net cu. ft. food stor- 
age capacity selling for $112 f.o.b. fac- 
tory has just been announced by the 
Trupar Mfg. Co. 

The new $112 unit (model G-45) is the 
first of the 1933 Mayflower line to be 
announced. 

Model G-45 has 9 sq. ft. of shelf area. 
It has 2 in. of insulation in the side 
walls and 2% in. in the door, top, and 
bottom. Two ice cube trays make 56 
ice cubes at a freezing. 

The $112 model stands 53% in. high, 
is 24 in. wide, and 20% in. deep. 


UTILITIES APPEAL RULING 
OF SELLING APPLIANCES 


| SAN ANTONIO, Tex.—Appeal has 
been made by the San Antonio Pub- 
llic Service Co. from the court order 
|secured by Attorney General Alfred to 
restrain the utility from engaging in 
jthe merchandising of gas and electric 
| appliances. 

The order was secured upon the con- 
tention that the company’s charter does 
not confer power for it to enter into 
such activity. 

According to the suit the company ex- 
ceeded its powers, and tended to set up 
a monopoly because of the longer terms, 
lower prices, and lower overhead of a 
joint utility-merchandising set-up, and 
that recoverable rates on utility services 
could be used to cover losses in the mer- 
chandising end of the business. 

Pending final outcome of this suit, 
the first on this question in Texas, the 
state has not sought injunctions to pre- 
vent other public utility firms from con- 
tinuing in the sale of merchandise. 


has not abated, and, what is more im- | 


Dealers Will Seek 
Bureau Display 
Awards 


NEW YORK CITY — A national 
Christmas Display Contest, planned as 
the Electric Refrigeration Bureau's 
final major activity of the year, will be 
held during November and December. 

The purpose of this activity is to en- 
courage, through cash prizes and nation- 
wide recognition, both central stations 
and dealers to put in holiday electric 
refrigerator displays which sell. In 
other words, the aim is to reward good 
display—the type which makes people 
choose an electric refrigerator as the 
preferred gift for Christmas. 

Copies of the rules and conditions of 
the contest will shortly be in the hands 
of local bureaus and central stations 
throughout the country. Distribution in 
bulk is being made to manufacturers 
and they in turn will circulate the 
folders among the dealers. 

Seven cash prizes of $100 each are be- 
ing offered by the bureau. These are 
to be awarded as follows: $100 for the 
|best dealer window of 100 sq. ft. or 
less; $100 for the best dealer window 
of more than 100 sq. ft. 

One hundred dollars for the best cen- 
tral station window of 100 sq. ft. or 
less; $100 for the best central station 
window of more than 100 sq. ft.; $100 


(Concluded on Page 4, Column 5) 


KELVINATOR T0 START 
SALES TRAINING PLAN 


DETROIT—Kelvinator salesmen will 
soon be starting on a_ post-graduate 
“correspondence school” course in sell- 
ing Kelvinator electric refrigeration, 
which is being sponsored by the Inter- 
national Kelvinator Sales Club, at the 
completion of which they will receive 
a diploma qualifying them as Domestic 
Refrigeration Engineers. 

The course will afford each salesman 
an opportunity to increase his efficiency 
and earning power, and will also serve 
as a test to determine the usefulness of 
the Kelvinator Sales Slants, publication 
of sales helps now in its third year. 

Each month a list of questions will be 
printed on the final pages of Sales 
S/ants. This page is to be torn out and 
the answers written below the questions. 
Salesmen will prepare themselves to 
answer the questions by reading the cur- 
rent issue of Sales Slants. 

These answers will be sent into the 
factory and each paper will be carefully 
graded and report cards mailed out to 
every active member of the club. Those 
who average 85 per cent or better over 
the first six-month period of the term 
will receive an enameled lapel button 
of membership in the I.K.S.C. 

Members who complete the second six- 
month period will receive a diploma 

(Concluded on 


Column 1) 


3 DISTRIBUTORS APPOINTED 
FOR MOHAWK LINE 


| NORTH TONAWANDA, N. Y.—The 
| All-American Mohawk Corp. of this city 
| has appointed three new distributors of 
its products, the Lyric radio and Mo 
hawk refrigerator, according to E. H 
Petering of the refrigeration division of 
the company 


Page 4, 


The new distributors are: L. M. Love- 
less, gath, N. Y Dunham’s Music 
House, Asheville, N. C.; and Jesse 


French & Sons, Inc., Montgomery, Ala 


Heywood Broun Undertakes Broadcasting To 
‘Take Curse Off Radio Advertising’ 


ee 


ain) | 


Heywood Broun (center), G. E. radio announcer, visited Walter Daily, 
G. E. sales promotion and advertising manager, recently. At the left is 
C. H. Kellstadt, president of Cleveland Advertising Club. 
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| 
| CLEVELAND—Heywood Broun, noted 
| columnist, who has recently become an- 
nouncer for the General Electric Circle 
| broadcast, claims that he has under- 
|} taken broadcasting “to take the curse 
|off radio advertising.” 
3roun considers himself a Socialist, 
and in a recent address before the 
Cleveland Advertising Club here, held 
that there was no inconsistency between 
|his socialistic beliefs and his working 
for the General Electric Co 
| “There is no disparity,” he told the 
| advertising club, “in a Socialist working 
|for a large and efficient company. So- 
| cialism is for a more efficient industrial 
| life, looking toward reductions in work- 
ing hours until possibly folks won’t have 
to work more than two hours a day 
| which is what I work. 
| “We'll just let these business organiza- 
|tions get big enough, and then we So- 
cialists will come along and take them 
over. 

“The real idea of Socialism is to give 


(Concluded on Page 4, Column 2) 


NORGE T0 HOLD 
PUZZLE CONTEST 
FOR PURCHASERS 


Dealers To | Cooperate 
In Xmas Sales 
Campaign 


DETROIT—Prospects for Norge re- 
frigerators who purchase units between 
Nov. 14 and Dec. 23 from dealers par- 
ticipating in the Norge Christmas sales 
campaign will be eligible for the prizes 
which these dealers will offer to win- 
ners of local jig-saw puzzle contests. 

The campaign is one designed to 
“close” sales, in contrast to most con- 
tests and campaigns directed at the buy- 
ing public, which are principally aimed 
at digging out prospects, states J. A. 
Sterling, Norge sales promotion man- 
ager. The jig-saw puzzle contest pur- 
ports to get prospects to do their Christ- 
mas “refrigerator shopping” early. 

All prospects who purchase Norge re- 
frigerators during the period of the con- 
test from dealers who sign up to par- 
ticipate in the campaign will receive a 
jig-saw puzzle. The puzzle itself, when 
completed, will take the form of one of 
the well-known illustrations used in con- 
nection with the Norge advertising copy 
theme, “more cold than you'll ever 
need.” 

On the reverse side of the completed 
puzzle will appear a phantom-view 
drawing of a Norge. Arrows drawn 
from typographical “boxes” on the mar- 
gin will point to special mechanical and 
cabinet features of the Norge, and there 
will be room in these boxes for the 
contestant to write the name of the part 
or feature so designated. The contes- 
tant will also be required to write a 
short description of each feature. 

Sterling points out that dealers and 
salesmen will have to brush up on their 
knowledge of Norge features in order 
to be able to answer the questions 
put to them by prospects who figure 
on becoming contestants. 

Prizes will be awarded in proportion 


to the size of the dealer’s potential 
market. Two general plans, with com- 
plete direct mail, newspaper advertis- 


ing, and poster ammunition, have been 
prepared by the Norge Corp. 
The No. 1 plan is designed for the 
larger dealers and specifically sets forth 
(Concluded on Page 4, Column 5) 


G. E. BRANCH AT ST. PAUL 
TO HANDLE REFRIGERATORS 


MINNEAPOLIS Under a new plan of 
operation effected Nov. 1, the General 
Electric Supply Corp. branch in St. Paul 
has taken over wholesale distribution of 
G. E. ranges and refrigerators among 
northwest territory dealers formerly 
supplied with these appliances by O. F. 
Stuefer, Inc., General Electric distribu- 
tor here. 

The Stuefer organization will devote 
most of its efforts to retail sales of re 


frigerators, ranges, dishwashers, radios, 
and laundry equipment in the Twin 
Cities, according to Frank H. Higgins, 


secretary of the Stuefer company 

It will, however, supply G. E. dealers 
in metropolitan Minneapolis-St. Paul 
with this complete line of equipment. 
Until Nov. 1, the General Electric Supply 
Corp. had supplied these dealers with 
laundry equipment. 

Territory outside of the Twin Cities, 
formerly covered by Stuefer range and 
refrigerator wholesale salesmen, and 
now to be taken over by the supply com 
pany includes southern Minnesota, South 
Dakota, and nine counties in Wisconsin 

G. E. Supply Corp. handled wholesale 
sales of all G. E. equipment except 
ranges and refrigerators in this area be 
fore the new plan was effected, accord 
ing to Mr. Higgins 


DETROIT STORE OFFERS 
COPELAND UNITS AT $99.95 


DETROIT—Copeland refrigerators 
are being advertised for $99.95 by 
Crowley-Milner Co., department store 
here. Advertisements running in local 
papers state that the refrigerators were 
formerly priced at $189.50 

Installation, service, and a one-year 
guarantee are given by the store with 
each refrigerator. Five dollars down de- 
livers the Copeland to the purchaser's 
home. The balance may be paid by de- 
ferred payments 

The refrigerator has a porcelain ex- 
terior and interior, two-tone chromium 
plated hardware, lower sliding shelf and 
sliding basket, and 4-cu. ft. capacity, ac 


cording to the advertisements 
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DELCO MOTORS WITH 


SEALED 
LUBRICATION 


ne 


Seatep LUBRICATION so aptly meets the 
needs of refrigeration service that the majority of successful 


electric refrigerator manufacturers have adopted it. Not only 


does this patented Delco feature obviate the danger of incorrect 
lubrication of the motor .. . it also reduces costs. Delco Sealed 
Lubrication makes it unnecessary to lubricate the motor when 
you install it—saves the expense and bother of oiling the motor 
when the refrigerator is sold—and insures adequate lubrication 
for years of average service. It is available on Delco repulsion- 


induction and condenser-transformer type motors, which have 


proved so successful in millions of refrigerator installations. 


DELCO PRODUCTS 
CORPORATION 


DAYTON, . 
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‘Maryland Body To 
Consider Utility 
Merchandising 


BALTIMORE—Members of the Elec- 


| trical Contractors’ Association of Mary- 


land have been asked to affirm a reso- 


| lution indicating that they are opposed 


to utility merchandising. 

The resolution states: “This associa- 
tion is unalterably opposed to all mer- 
chandising of sales, rentals, leases, and 
installations of wiring, piping, motors, 
and appliances, for operation by elec- 
tricity, gas, and (or) steam by utilities 
operating within Maryland, and it here- 
by petitions the honorable members of 
the legislature to enact at the earliest 
possible moment suitable legislation to 
effect the complete discontinuance of 
said merchandising activities not later 
than June 1, 1933.” 

Alleged harm to various interests, in- 
cluding Maryland workers, manufac- 
turers, sales outlets, and consumers is 
cited in the resolution. 

The Electrical Contractors’ Associa- 
tion of Maryland also has asked the 
Maryland Public Service Commission 
what changes have been made in the 
uniform accounting systems of the elec- 
tric and gas utilities properly to re- 
flect their merchandise activities. 

No change has been made in the ac- 
counting classification of the utilities, 
states the commission, in answer to the 
organization’s question. 


DR. WHITNEY RESIGNS AS 


UNIVERSITY CO- 2) 


By Margaret M. Thompso: 


COLUMBUS, Ohio—The study ¢ ,, 
frigeration is an important part ff ¢), 
home economics course of th: Qh 
|State University, according to )ajs 


| Davis, instructor in home econorn ¢s ,: 
the university. 
A laboratory manual contain ex 


periments and research work on frj 
erators has been prepared by Miss day 
and her laboratory assistant, Mis- Ry; 
| Beard, for use by students in beg ni; 
classes in home equipment. 
More than 200 students are ¢ 
in home equipment courses, ac« 
to Miss Davis, and each one is r¢ 
to complete the laboratory assign 
The first assignment in the lab 


manual is to select one refrig: at 
from each of the following group. ic 
oil-fired, gas-fired, and electric; th n 
examine the chosen refrigerato) in 


|record the findings. 


Refrigerator Temperatures 


Another experiment is to secu: 


refrigerator temperatures. The instru 
tions for this assignment are as follows 


“Place the thermometer in a bottie of 
oil, and set the bottle in a piece of cork 
|The oil holds the temperature rec Le 
on the thermometer constant whi be 
ing taken out of the box for readir 
“Use three Fahrenheit thermomete: 
for each box tested. For the ice refrig 
| erator, place one thermometer in. the 
center of the coldest shelf, one in th 
center of the warmest shelf, and one ir 
the center of the shels half- way between 


G. E. RESEARCH DIRECTOR {* "soi essere 


SCHENECTADY, N. Y.—Dr. Willis 
Rodney Whitney, organizer and for 32 
years director of the research labora- 
tory of the General Electric Co., retired 
from that position owing to poor health 
on Nov. 1. 

He was succeeded by Dr. William 
David Coolidge, senior associate direc- 
tor of the laboratory. Dr. Whitney con- 
tinues as vice president in general 
charge of research. 

Dr. Whitney’s retirement was unex- 
pected to most of his colleagues in the 
laboratory, although several times re- 
cently he has been granted leaves of 
absence to enable him to recuperate his 
strength. 

The research laboratory was estab- 
lished in 1900 through the executive 
foresight of Edwin W. Rice, Jr., then 
technical director of the General Elec- 
tric Co. Dr. Whithey was secured to 
take charge of the work in that year, 
coming from Massachusetts Institute of 
Technology, where he was an instructor 


COOKING SCHOOL IS HELD 
BY PENNSYLVANIA DEALER 


WILLIAMSPORT, Pa.—L. L. Stearns 
& Sons department store, dealer for 
Norge electric refrigerators, Electrochef 
ranges, and Vulco water heaters dis- 
tributed by Trilling & Montague, Phila- 
delphia, supplied the equipment for a 
cooking school held recently in the 
Capitol Theater, here, by the local news- 
papers, according to J. Lobel, sales and 
advertising manager of Trilling & 
Montague. 

The cooking school was conducted by 
Mrs. R. E. Crabtree, representing the 
Home Economics Service of New York 
The school lasted a week, and a large 
daily attendance attested to its popu- 
larity, Mr. Lobel reports 


SAN FRANCISCO HOSPITAL 
BUYS 12 SEEGER CABINETS 


SAN FRANCISCO—As a part of its 
general re-equipment program, San 
Francisco General Hospital has just in- 
stalled 12 specially-built Seeger refrig- 
erator cabinets, equipped with Frigid- 
aire condensing units 

Sale was made by Shirar & Young Co 
San Francisco Frigidaire distributor 

Both interior and exterior of the new 
cabinets are finished in porcelain. Con 
densing units are installed within the 
cabinets, in overhead cooling chambers 
Each cabinet has a net capacity of 
40 cu. ft. 


WETMORE & SCOTT OPENS NEW 
BOSTON SHOWROOM 


BOSTON—Wetmore & Scott Co, met- 
ropolitan distributor for the entire line 
of Westinghouse home appliances, has 
opened a new retail sales room here 

This is one of five retail stores oper- 
ated by this concern. E. B. Tapley is in 
charge of the new store. 


ICE INDUSTRIES ASSOCIATION 
MOVES CHICAGO OFFICE 


CHICAGO—The National Association 
of Ice Industries has moved its offices 
to new quarters in the Builders Build- 
ing, at the corner of LaSalle St. and 
Wacker Drive, here. Wacker Drive is 
on the south bank of the Chicago River 


one thermometer in the center of th 
shelf at the beginning of the path of 


circulation, one in the center of the pat 
at the close of path of circulation, and 
one within the cooling compartment 


Cost of Operation 


To compare the cost of operation of 
the four types of refrigerators is the 
new assignment. This is to be deter 
mined by actual testing on the part of 
the students 

The following questions are to bi 
answered on the four types of refrig 
erators: 

“Retail price; shape; height from 
floor; material; outside finish; hardwars 
tinish; will door stay latched if slammed 
shut: thickness of doors; is there 
gasket about the edge; how does the 
gasket form a seal; material and thick 
ness of insulation; are doors insulated 
size of box in cu. ft.; number of shelves 
total shelf area; and cost of operat 
over a period of four weeks.” 


Technical Questions 

The ensuing assignment asks ques 
tions of a technical nature, such as the 
size of the cold air outlet; the locatior 
of the baffle; the parts of the drain; the 
accessibility of the temperature contr 
the location and the inside and outside 
finish of the freezing unit; and th 
method of defrosting. 

Practical application of the knowledge 
of refrigerators is made in the te 
assignments when the students are ex 
pected to make an ice, ice cream, in¢ 
a mousse and in a certain type ol r¢ 
frigerator. 

The student is expected to know tht 
temperature of the freezing comp! 
ment, the time needed for freezing 
dessert, the cost of one quart of (he 
product, and the consistency and tex 
of the product when frozen in each 
of refrigerator 

Diagrams showing the correct } 
ment of food in a refrigerator are 
assignments in the manual 


SOUTH AFRICAN CONCE:N 
TO DISTRIBUTE COPELAN ) 


DETROIT—-Herbert Evans & C 
Johannesburg, Union of South Af 
has been named distributor of Cope 
electric refrigerators for that cou 
according to H. M. Robins, pres 
H. M. Robins Co., here, export fa 
for Copeland 

The business has grown until tod 
has a branch at Pretoria and 640 dé 
throughout the union. The main 
ness of the company is the manufa 
and sale of paints and varnishes 


BRITISH ADAPT COIN MET & 
PLAN FOR SELLING UNIS 


WASHINGTON, D. C.—Due t 
attention attracted by the selling of 
tric refrigerators in the United S 
with the aid of coin-operated 
clocks, the British are taking int 
in this form of instalment selling 
only for refrigerators but also for 
sets, according to the Departmer 
Commerce 


REFRIGERATION SHOW HELD IN 
PORTLAND, ME. 


PORTLAND, Me The fall elect! 
frigeration show sponsored by the | 
tric Refrigeration Bureau of this 
representing 21 dealers, was held at 
City Hall auditorium from Oct 
Oct. 13 
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Gibson leads in every phase of 
consumer appeal. This lead- 
ership is definitely established. 
‘he industry recognizes it and 
-o does the general public. 
‘ales show it and figures prove 
i! 
)(§{ ‘ibson sales, up to the present 
time in 1932, are over 800°, 
‘reater than the same period 
list year. Never has there been 
‘uch an opportunity for distri- 


- | utor and dealer profits. And 
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ICONCEDED LEADERSHIP 


bers 
Almost every 
- potlight. 


than half 


most of 
at 
are young up 


(Gibson is me 


1933 will offer even greater op- 
portunity. 


Here’s your big chance. Valu- 
able territories are still avyail- 
able. Get a Gibson franchise 
now! There’s profit in the Gib- 
son line. Permanent profit. A 
sound product anda soundcom- 
pany. Write for complete de- 
tails. 


CIBSON ELECTRIC REFRIGERATOR CORP. 


GREENVILLE, MICHIGAN 
Export Sales Dept. 201 N. Wells St., Chicago, Ill, U.S.A. 
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Mil Inquiries Strictly Confidential 


Gibson Electric Refrigerator Corp.. 
Greenville, Michigan. 


Without obligation please give me complete 
details on Gibson Dealer Franchise. 


Name 
Street 


City State 
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ELECTRIC REFRIGERATION NEWS, NOVEMBER 9, 1932 


REFRIGERATION SHOW 
HELD IN FUR STORE 


SAVANAH, Ga.—The Southern Spe- 
cialty and Fixture Co., Westinghouse 
distributor here, recently held a refrig- 
erator display in connection with a fur 
sale in B. B. Levy Brothers & Co. de- 
partment store. 

An exhibit was setup in the fur de- 
partment of the store in the care of a 
home economist, a maid, and several 
salesmen. Various kinds of ice creams 
were made in the refrigerators, and 
were kept ready for serving. 

As customers in the fur department 
were inspecting and trying on furs, they 
were handed generous portions of 
frozen dessert. 

On leaving the fur section, the pros- 
pects were escorted to the refrigerator 
exhibit where a demonstration was 
given, and an effort was made to get 
names, addresses, and data. Advice and 
information on _ dessert-making was 
given to all, whether or not they already 
owned electric refrigerators. 

While a good percentage of the 
visitors already owned electric refriger- 
ators, the quality and value of the pros- 
pects’ names secured was much greater 
than any other list of prospects ever ob- 
tained by the company, states P. T. 
Kuhr of the Southern Specialty & Fix- 
ture Co. 


KELVINATOR SALESMEN TO 
TAKE TRAINING COURSE 


(Concluded from Page 1, Column 4) 
certifying to their winning the degree of 
Domestic Refrigeration Engineer. The 
diploma will be signed by President 
George W. Mason, Vice President H. W. 
Burritt, and Sales Manager J. S. Sayre. 
This diploma will be affixed to an inside 
corner of a special Sales Slants binder 
stamped with the winner’s name. 


Rollalor refrigeration 


DIVISION OF 


NORGE CORPORATION Is A 


WORLD'S 


Broun Tells Why 
He Broadcasts 


(Concluded from Page 1, Column 4) 
men what they really are working for, 
instead of money, which is not of any 
particular value to them, except that it 
is rather nice to have. 

“Socialism is working for honor, pres- 
tige, the good of the community, and 
the goodwill of your fellow men. 

“I have my own plan for farm relief. 
I understand that farmers get up at 4 
or5 a.m. This, obviously, is so that they 
can raise more wheat and swamp the 
market. I would have the farmer stay 
in bed until noon.” 

War, Broun says, 
aversions. 

“T can understand the kind of wars 
they used to carry on when they knew 
what they were fighting about,” he 


is one of his pet 


states. “And I can easily understand a 
personal fight in a speakeasy. I’ve had | 
my nose broken twice.” 

Broun predicted that Thomas, the So- | 
cialistic candidate for president, would | 
receive approximately 2,000,000 votes in | 


the presidential election. 


LOUISVILLE NEWSPAPERS 
SPONSOR APPLIANCE SHOW 


LOUISVILLE—tThe Electric Refriger- 
ation Bureau of this city was prominent | 
among the exhibitors at the second 
annual Radio and Home Appliance 
Show held here, from Sept. 28 to Oct. 1, 
under the auspices of the Courier- 
Journal and Louisville Times. 

In a large tent erected on a parking | 
lot, the show was held on the city’s | 
main business thoroughfare. A carnival | 
and circus atmosphere pervaded. Bril- | 
liant outside decorations and lighting | 


| 


LARGEST MAKERS OF PRECISION PARTS, 


Se pe ey Se ee ee Ree 


effects helped to attract 30,000 patrons. | 


2665 Milwaukee Avenue, 


found it in Norge. 


industry, 


Date J. McGinnis, Norge Rollator Refrigeratiga€ealer, at 


At New England Show 


Gentsch & Thompson, Inc., 
kitchen coach at the New England Prosperity Exposition. Left to right— 
Thomas Cairns, New England Power Association; W. L. Thompson, 


General Electric distributor; 


Report Sa Sales Gain 


(Concluded from Page 1, Column 1) 
tendency, as it refutes many pessimistic 
theories about the refrigeration indus- 
try. Coming at this late season the in- 


crease in dollar volume would seem to 


be a most healthy indication for the 
' Cosgr ove continued. 


Chicago, sold diyefsified lines for 


years. Successful, but believing ereatsp Prosperity would be 
assured by concentrating his orgefiization’ s efforts on one 


product of outstanding merify fe sought that product and 


From that timegéh, the McGinnis business has made a 


bigger profit pefdollar and sold a bigger dollar volume. 


‘‘We were sold on Norge when we took it on, 


Mc@Q@mmnis. 


fiave ever had for a product before. We are sold 100° 


** said Mr. 


“It brought us more genuine enthusiasm than we 


con Norge.” 


Norge Rollator Refrigeration is a short line of package 


merchandise. 
mighty selling feature. 


Its mechanism, the extra powered Rollator, is a 


Simple, service-free and almost ever- 


lasting, the Rollator sends the friends of users to the dealer’s 


store to see the Norge and buy. 


Norge is backed by responsible makers, a sound advertising 


and merchandising plan and with dealer helps and sales tools. 


Wise prospects see the 


NORGE C 


BORG 


658 E. Woodbridge Street 


-WARNER CORPORATION, 


Norge before they buy... progressive 


dealers see the Norge before they sell. 


ORPORATION 
Detroit, Michigan 


ONE OF THE 


INCLUDING AUTOMOTIVE FREE WHEELING 


NORGE BUYERS TO 8k 
ELIGIBLE FOR CONT! ST 


(Concluded from Page 1, Colum) 


that the first prize will be a 10 pe 
cent refund on the price of the ref <¢y. 
ator which the winning contestant yy. 
chased, together with a receipted } | o 
sale for the refrigerator. 

The suggestion is also made tha’ se 
ond and third prizes of refun: of 
down payments or a percentage o th, 
cash sale figure be given whereve th, 
potential warrants it. 


Extensive Use of User 


Extensive use will be made of the ise; 
in the No. 1 plan, factory sales pr mo. 
tion executives advocating the off: of 
ice cube tongs for every prospect ub- 
mitted by a user, and additional a 5. 
sories to be given to the user for «© ery 
sale closed on prospects which he jad 
submitted. 

The No. 2 plan, for the smaller d¢ 
leaves the miatter of prizes to the lis 
cretion of the individual dealer, but ug 


Richard Lincoln, Boston Edison Co., and 
Cyrus Barnes, C. H. Tenney Co. 


| Wall, 


| 


G. E. distributor in Boston, displayed this 
}a Christmas theme has been prep: red 
|by the factory and will be given to all 


MANY LETTERS RECEIVED 
IN WESTINGHOUSE CONTEST 


(Concluded from Page 1, Column 2) 


the contest, clerks started sorting the | 
letters and classifying them so that the | 
five judges will be able to make their | 
decisions as quickly as possible. | 

The task of judging the large number | 
of entries will fall upon Katherine | 
Fisher, director of Good Housekeeping | 
Institute; F. M. Cockrell, publisher, | 
ELECTRIC REFRIGERATION News; C. E. 
Allen, commercial vice president of | 
Westinghouse Electric & Mfg. Co.; A. L. 
Billingsley, president of Fuller & Smith | 
& Ross, Inc.; and R. W. Leavenworth, | 
advertising manager of the Westing- 
house company. 

Each essay on “Why 
house Dual-Automatic Refrigerator is a 
Year "Round Necessity” will be read and | 
checked, and no decision will be con- 
sidered final until every letter is given 
every test as to why it should be given 


a higher grade than its competitors, 
states Cosgrove. 
Fifty electric refrigerators will be} 


given for the 50 best letters. | 


PLANT OPERATORS ATTEND 
CONVENTION OF N.AP.R.E. 


| 


(Concluded from Page 1, Column 2) | 
coming year: John W. Neff, LaGrange 
Ill., president; Martin Vandeveer, New 
Haven, first vice president; George G. 
Omaha, second vice president; 
Louis P. Mantz, Pittsburgh, treasurer; 
Charles A. Conley, Memphis, sergeant- 
at-arms; and Edward H. Fox, Chicago, 
secretary. 

J. E. Peterman, Hubbard Woods, II1., 
was named chairman of the board, with 
the following new members: J. A. 
Hawkins, San Francisco, and H. M. 
Royden, Los Angeles. 


WOMEN LEAD IN RACE FOR 
G. E. OFFICES 


LITTLE ROCK, Ark.—Two = sales- 
women, members of O'Bannon Brothers’ 
General Electric refrigerator distribu- 
torship here, are leading all salesmen 
aspiring to the political oftices of mayor 
and sheriff in the “Monitor Top Election 
Campaign,” G. E. sales contest. 

More than 116,000 votes—nearly twice 
as many as her nearest competitor 
have been obtained by Miss Rains, can- 
didate for sheriff; while Mrs. Hunter, 
candidate for mayor, has received more 


than 87,000, several thousand more than 
any salesman running for the same 
office. 


TOLEDO DEPARTMENT STORE 
SELLS KELVINATORS 


TOLEDO—LaSalle & Koch, depart- | 
ment store here operated by the R. H. 
Macy & Co. of New York City, was re- 
cently appointed a dealer for Kelvinator 
electric refrigeration 

A Kelvinator shop has been set up on 
the sixth floor of the building, which is 
located at the corner of Huron and 
Adams Sts., and Kelvinators are being 
displayed in one of the main show 
windows. 


ASHBAUGH NAMED TO B9 
COMMITTEE OF NEMA 


EAST PITTSBURGH, Pa.—J. H. Ash- 
baugh, Westinghouse Electric & Mfg. 
Co., was appointed to replace M. C. 
Terry on the sectional committee on 
safety code for mechanical refrigeration 
B9 of the National Electrical Manufac- 
turers Association. 


| lar ' 
|dence of the salesman’s ability in thi 
| specialty appliance field. 


j}a tie-up 


| winning display in 


|been appointed to take 


| John A. Bernhardt, 


gests the down payment or percen igs 


| of cash scale scheme as possible aw 


Elaborate direct mail campaigns, 
dow displays, and newspaper copy 


dealers who decide to participate A 
special literature kit has been prep 
for the salesman, in which he can kve; 
materials for his own direct mail in 
educational campaigns. 

Salesmen who take advantage of th 
opportunity offered by the contest will 
become early qualifiers for the Norge 
Viking Club, organization for crack 
salesmen, which will be officially founded 
Jan. 1. 

Club Qualification 

Five sales made during the period of 
the contest will qualify a salesman for 
the club, but after Jan. 1 ten sales 


be necessary for qualification for mem 
bership. 
After a salesman has been duly 


tered as a member of the Norge Viking 
Club and has been given his initiatior 


| pin, he will work to qualify for a highe: 


“degree” or position in the organization 
When he has achieved 100 credits 
based on sales, he will receive the aw 


lof merit, a Gruen pentagon watch wit! 
the Westing-|a 


rollator enscribed on the face an 
Norge insignia along with a record of 
his achievement, engraved on the cast 
Other merit awards will be of a simi 
nature, all offering permanent 


Tentative plans have been mad 
take the highest ranking members « 
the Norge Viking Club on a trip to t! 
| World’s Fair, where Norge Corp. 
| have two exhibits. 


BUREAU GIVES DETAILS ON 


(XMAS DISPLAY CONTEST 


(Concluded from Page 1, Column 


for the best dealer store interior 
play; $100 for the best central sta 
store interior display. 

Dealers and stations are not ask¢ 
compete against each other, as was 
case in last year’s contest. 

In addition to these, a prize of 
is offered as an award for special m 
which prize may be won by any d¢ 
or central station whose display, ¢ 
window or store interior, is judged 
most outstandingly meritorious in 
entire contest. 

The rules of the contest stipulate 
the displays must be actually in 
some time during November or Ds 
ber, 1932; that they must feature 
tric refrigeration, which may be of 
brand or brands; that they must pr‘ 
directly or indirectly the idea of an 
tric refrigerator as a Christmas g 

It is also stated that there mu 
between the display and 
Electric Refrigeration Bureau, and 
a photograph and letter of explan 
must be received by the bureau 
later than Jan. 12, 1933. It is fur 
stipulated that not more than one } 
will be awarded to the same deal 
central station 

Judges will be: F. L 


+ 


Wertz, di 


counsel; J. E. North, president of 
Electrical League of Cleveland; 
E. R. Meserve, electrical mercha! 


department, John Wanamaker store 
upon them is imposed the duty of 
sidering sales appeal, attractive ap} 
ance and individuality, in choosing 
each class 


REX COLE APPOINTS NI \E 
HOTPOINT SALES MANAGE \S 


Nine men 

charge of 

range sales in the Rex Cols 
ganization, General Electric distrib 
ship here, by Harold C. Caspers, ! 
ager of range activities. 

The nine are stationed throughout 
city as follows: Harry Poh, Queens 
lage; Albert Y. Tucker and Josep! 
Cormier, Flatbush; John Conn 
Bronx; Morgan Mann, Jr., Manhat 
Jamaica; Wil 
Herman, St 


NEW YORK CITY 


point 


Brueggerman and T. L 


| Island; J. F. Sweetman, Queens at la 4 
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DBE NLA. ANNOUNCES 
ESSAY CONTESTS 


TST 


mm) 

10: per 
ref. cer. 
ANt pur- 
db lof 


hat se 


nN W YORK CITY—Initial announce- 


mé of six prizes for papers on sub- 
ioc: relating to the electric light and 
pov vr industry and three prizes for ac- 


me 


$1 


lishments in specified activities, to 
varded at the 1933 convention of 
Yational Electric Light Association, 
ide by Frank W. Smith, chairman 
ie prize awards committee of the 
iation. 

e six awards to be given individuals 
neritorious papers are: 

e Doherty prize which is a gold 
il donated by Henry L. Doherty, 
dent of Henry L. Doherty and Co., 
he best paper on any subject relat- 
to the electric light and power 
stry. 

C sh awards of $250, $150, and $100 
ted by Byllesby Engineering and 
igement Corp., for the three most 
torious papers showing ‘How to In- 
e the Usefulness of the Accountant 
e Public Utility Industry.” 


Davidson Prize 


e Davidson prize of $250, 150, and 
donated by James E. Davidson, 
lent, Nebraska Power Co., for the 
» best papers relating to commer- 
or merchandising problems of the 
ric light and power industry, par- 
irly papers dealing with campaigns 
romote electric service and mer- 
idise sales. 


A cash award of $250, donated by B 


torbes, editor, Forbes Magazine, for 
best paper dealing with the subject 
ublic relations in the electric light 
power industry. 


Electric Cookery Advantages 


\dvantages of Electric Cookery for 
estic Purposes” is to be the subject 
the papers written for the Linde- 
in prize, donated by A. L. Linde- 
n, vice president and general man- 


A. J. Lindemann and Hoverson 
There are three cash awards for 
best papers on this subject, $150, 
and $50. 
James H. McGraw, chairman of the 
rd, McGraw-Hill Publishing Co., 


rs three awards of $250, $150, and 
0, for the three most meritorious 


ipers on any engineering or technical 


ibject relating to the electric light and 


ver industry. 


Eligibility Rules 


\ny person employed by any company 
ing membership in the National 
tric Light Association is eligible to 
r the competition. No person is 
ible to win two years in succession 
identical prize or lower prizes of 
same award, but is eligible for a 
her prize of that award. 

’apers must be the original work of 
author or authors, prepared exclu- 
ly for this competition. They may 
f any length, and pen-and-ink draw- 
; or photographs, suitable for repro- 
tion, may be included. Papers are to 
typewritten on one side only. 


3 Awards for Companies 


hree prizes offered to companies and 
viduals for accomplishment in speci- 
activities are the Curtis prize, the 
hrist prize, and the Martin prize. 

enneth Curtis, president, Curtis 
hting, Inc., has donated a certificate, 
nemory of Augustus D. Curtis, the 
ider and first president of that com- 


y, to the electric light and power 
pany member of the NELA which 
ces the greatest contribution to the 


incement of electric lighting of 
mercial and public buildings during 
and a cash prize of $250 to the 
yn or persons in that company re- |} 
sible for the achievement. 
gold has been donated by | 
es M. Gilchrist, vice president, Fed- | 
Electric Co., to the electric light | 
power company member of NELA 
h makes contribution 

le advancement adver 
g during 1932 


$250 To Individual 


the individual in that company re 
sible for the achievement a cash 
rd of $250 will be given. Honorable 
tion will be given to the companies 


medal 


greatest 
of electrical 


the 


rded second and third places in 
contest, and cash prizes of $150 
$100, to the individual in each of 


two companies responsible. 

bronze plaque donated by Thomas 
Martin, president, Alabama Power | 
will be given to the company show- 
the greatest contribution to the ad- 
ement of rural electrification dur- 
1932. 

iborate and costly exhibits are un- 
ssary to win these prizes, states 
h 


Deadline on March 1, 1933 


merit of the enterprise presented 
ipers or exhibits will be the prime 
vr in determining awards, without 
rd to the size of the competing com- 
ipers and exhibits must be for- 
led by March 1, 1933, to the secre- 

National Electric Light Associa- 
New York City 
embers of the prize awards commit- 
ire Frank W. Smith, chairman, Paul 
Downing, W. J. Hagenah, A. H 
, J. H. Lobban, Heien Norris, and 
rl Whitehorne. 


| 
| 
| 


| 
Armstrong's 


Ree Nia ee ee 
Swed et ey tee 


GET BOTH THE TEST FIGURES AND , 
THE SERVICE RECORD BEFORE YOU BUY | 


they prove that LK Corkboard has 
unequalled moisture resistance. 


HERE are two ways to select an Manufacturers of refrigerated 


insulating material. One is to equipment want all the facts about 


buy on theory—to get the results of In service, Armstrong’s Corkboard — the insulation they buy. They  ex- 


laboratory tests, hear what the engi- | shows up equally well. It has been — amine carefully not only the labora- 


neers have to say, read the figures for — standard insulation in ice and food — tory tests, but the records of service. 


conductivity, weight, moisture re- storage plants for more than thirty And the result is that many leading 


sistance. The other way goes a step — years. In that time, more than one — manufacturers of all kinds of equip- 
further. It 


judgment by actual service records 


checks up theoretical — billion board feet have been installed. | ment—display cases, freezer cases, 


Millions of feet of this insulation are — ice cream cabinets, and refrigerated 


facts about performance. still in active duty after twenty, © trucks—have standardized on Arm- 


We ask you to judge Armstrong’s — twenty-five, or thirty years. That — strong’s LK Corkboard Insulation. 


LK Corkboard Insulation both ways. — record proves conclusively that cork- — Let us send you samples and com- 


board stands up in hard service. plete data. Armstrong Cork & Insu- 
917 


Lan- 


You'll find the laboratory tests are 
Company, 
Street, 


good. Coefficient of lation 


Tiiiliiiidiyss senseoase 


— ‘ 
ow . 


° 6 ° Bre Cre akies a“ ; 
thermal conductivity is 3 Concord 


B.t.u. 


hour, per square foot, 


frit 
. be - 
low — .269 per caster, Pennsylvania. 


per inch thickness, per Armstrong's 


A) 


degree temperature 


difference at 90° mean Product 
temperature. The fig- 
ures demonstrate light THIS KOCH DISPLAY 


COUNTER, Model 2514, ¢ 


weight, plus rigid lated th phout with A 


trong 


strength that with- LK Corkboard—chosen for 
. . record , r / 
stands vibration. And ialiad the laberaleve eget 


LK Corkhoard Insulation 


Efficient, Durable Insulation for Refrigerated Equipment 
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Refrigerator Sales Tax Does Not Apply 
On Exports, Bureau Rules 


WASHINGTON, D. C.—Taxes imposed | 
on mechanical refrigerators and radio | 
receiving sets do not apply to goods | 
directly exported or sold to an exporter 
for export, according to David Burnet, 
commissioner of Internal Revenue. 

An article will be regarded as having 
been sold for export, according to the 
regulations, if the manufacturer has in | 
his possession at the time the title 
passes or at the time of shipment | 
(whichever is prior), a written order or 
contract of sale showing that the manu- 
facturer is to ship the article to a for- 
eign destination, or a sworn statement | 


from the purchaser. | 

This statement would show that the | 
article is purchased to fill existing or | 
future orders for delivery to a foreign | 
destination; or that the article is pur- 
chased for resale to another person en- 
gaged in the business of exporting, and 
that such article will be transported to 
its foreign destination in due course, 
prior to use, or further manufacturer, or 
resale except for export. 

In these cases the manufacturer, for 
a period of six months from the date 
when title passes or the date of ship- | 
ment, is excused from paying tax on | 
the article sold. If within that period, | 
the manufacturer has not received and 
attached to the order or contract proper 
“proof of exportation,” then the tem- 
porary exemption ceases, and the man- | 
ufacturer shall include the tax on the 
sale of the article in his return for the 
month in which the six-month period 
expires. 

Exportation may be evidenced by a 
copy of the export bill of lading; or a 
certificate by the agent or representa- 
tive of the export carrier showing actual 
exportation of the article; or a certifi- 
cate of landing signed by a custom offi- 
cer of the foreign country to which the 


|signee for receipt of article. 
|is not the exporter, he must obtain such 


/son to whom he sold the article. 


|following the sale, and must be readily | 


| revenue officers. 


|above, the manufacturer must pay the 


|}turn, but 
| within the four-year period of limitation, 


|On the top of a truck the Gibson re- 


article is exported; or where a foreign 
country has no customs administration, 
a sworn statement of a foreign con- 


In any case where the manufacturer 
evidence as above-stated from the per- 


In all cases the sales records together 
with the evidence of the proof of expor- 
tation must be preserved by the manu- 
facturer for a period of at least four 
|years from the last day of the month 


accessible for internal 


inspection by 


If the manufacturer does not have in 
his possession within the six-month 
period proof of exportation as outlined 


tax involved. 

If proof of exportation later becomes | 
available, a claim for refund of any tax 
paid may be filed, or a credit may be | 
taken upon any subsequent monthly re- 

such action must be taken | 
| 
| 


according to the United States Revised | 
Statutes. 


LOW BRIDGE RUINS GIBSON | 
TRUCK DISPLAY 


JERSEY CITY, N. J.—Arrow, Inc., 
Gibson electric refrigerator distributor 
here, recently had a clever Gibson dis- 
play which was effective while it lasted. 


frigerator reposed in cutouts represent- 
ing icebergs. 

The truck attracted considerable at- 
tention as it drove through the city 
streets, but the driver unthinkingly 
drove under a low bridge, and it was 
goodbye to the refri iger rator. 


‘Does the 
Refrige 


Women are discriminating buyers— 


they are quick to recog 


Leading electric refrigerator manu- 


enamel 
rator f 


For Bonderite 


nize quality. 


Ruth Etting Goes Visiting 


Ruth Etting, Follies and motion picture star and radio singer, greeted the 
2,250,000th Frigidaire on its return from a 26,00-mile world journey. 
D. R. Lawrence, sales promotion manager in the New York area, is 


telling Ruth about the Frigidaire. 


KELVINATORS INSTALLED ON 


INDIAN RESERVATION 


OMAHA—G 
vinator distributor here, 
| through its dealer at Walthill, Neb., 
| Kelvinator K-6 models at the Winne- 
'bago Indian Reservation. 


finish, and prevents 


checking and peeling. 


zraybar Electric Co., 


has 


installed | 


on YOUR 
lake off? 


is “finish insurance.” 
Unseen, Bonderite firmly holds the 
unsightly 
If the sur- 


facturers are protecting the enamel 
or lacquer on their cabinets, regard- 
less of price by Bonderizing the steel 


before applying the final finish. 


face is accidentally chipped, rust 
cannot spread under the surround- 


ing finish. 


bd The list of electric refrigerator manufacturers 


using Bonderite will be sent on request. 


PARKER RUST-PROOF COMPANY 


2197 EAST MILWAUKEE AVENUE 


DETROIT, MICHIGAN 
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Frigidaire Cools Drinks 


| President Pierce, 
in New York City with Frigidaire No.| .. “ ! ‘ 
| direct-mail campaign in St. Paul as s 


Cup Fund Used to Buy 
Water Cooler 


ST. PETERSBURG, Fla.—For 
some time students of St. Peters- 
burg Junior College have been tak- 
ing up funds to pay for paper cups 
which were used with an old- 
fashioned water cooler installed at 
the school. 


Salesman R. A. Cartmell for 
Webb & Morgan, Inc., General Elec- 
tric refrigerator dealer here, learned 
of this and convinced officials of the || 
college that money could be saved 
by installing a General Electric 
pressure water cooler, and that the 
“paper cup fund” could be used to 
help pay for the cooler. 

Following the installation, officials 
of the school told Cartmell that the 
current consumption of the cooler 
was considerably less than the cost 
of ice for the old water cooler. 


In Ship’s Bar | 


YORK CITY—Most of the 
men who boarded the SS. 
following its arrival 


NEW 
Frigidaire 


2,250,000, took advantage of the oppor- 
tunity to look about the ship, relates 
Con Eakin, manager of the New York 
Frigidaire branch. 

Next to the round-the-world model, the | 
chief item of interest to them was an 
ML-9 household Frigidaire, which has 


| been in service for the past five years in 


the ship’s bar. 

The bar is operated by a Chinese boy, 
who for no good reason at all is known 
as “Dennis.” 

Dennis knows nothing about B.t.u.’s 
and the relative amount of refrigeration 
required to cool foods and bottled bev- 
erages. He figures that anything he 
puts into his electric ice box will be 
cooled in a reasonable amount of time 


Consequently he keeps the 9-cu. ft 
cabinet crowded with bottled soft 
drinks Thus, loaded to about four 


times its rated capacity, the ML-9 runs 
all the time and has been doing so 
for the past five years 

Dennis objects to defrosting, as it 
takes the refrigerator a long time to 
cool his beverages down to the proper 
temperature, owing to the quadruple 
load it has to carry 3ut Chief Engi- 
neer Curley defrosts it about once a 
month, despite Dennis’ loudest and 
strongest protestations 


NIAGARA FRONTIER BUREAU 
HOLDS COOPERATIVE SHOW 


BUFFALO—The Electric Refrigera- | 
tion Bureau of the Electrical League of 
the Niagara Frontier sponsored an ex- 
hibit of refrigeration, radio, and elec- 
trical appliances in the Better Homes 
Exposition here, from Oct. 24 to Oct. 29 

One-third of the total floor space 
which the entire show occupied, approxi- 
mately 9,000 sq. ft. of space in the 
Broadway Auditorium, has been pur- 
chased by the league. This was divided 
into 54 booths for the use of the co-| 
operating merchants 

Twenty-two refrigerator and _ radio 
distributors and 249 dealers cooperated 
in the exhibit. A budget of $5,000 took 
care of newspaper advertising, radio 
broadcasting, and ticket printing 

The Buffalo General Electric Co. en- 
closed with its October light bills 70,000 
complimentary tickets to a selected list 
of homes in the better section of the 
city 
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CRANE CO. DESIRES § R 
SPECIALTY DEALF 3s | 


By Elston D. Herron | 


ST. PAUL—‘Most plumbing and _ -a}. 
ing contractors are poorly fitter fo, 
work in the _ specialty selling i” 
thinks Sales Manager R. P. FitzG ajq 
of the Crane Co. of Minnesota, dist y. ann 
tor of plumbing and heating equip: «pn: \ 
and codistributor of Mayflower ref; er. 
ators, in Minnesota and western is- 
| consin. 
| So Mr. FitzGerald has started to in un 
| house. ' 
| According to present plans, he -}! tail 
| before Dec. 1, cancel contracts of of vill 
|the 100 plumbing and _ heating n mun 

tractors now serving as Mayflower 1]- fri 
}ers in his territory. It 


Furniture, Appliance Stores ae 


| In their stead, he will secure des ers they 
| who are in the furniture and elect) ca! t 
appliance business. And he will orga) iz ffor: | 
|a staff of distributor-controlled sales) \e; a 
| for retail selling in St. Paul. ic 
| The sales manager explains his ex 
| tensive reorganization move by sa 
that for several years, his company’s TI 
efforts to sell Mayflower refrigera‘ ors iil 
through plumbing and heating estab fhe I 
lishments have met with unsatisfactory 
| results. ; rtisi 
| “Very nature of a plumbing contra 1 th 
tor’s work is out of line with anything formed 
which will enable him to compete effec- nythil 
tively with trained salesmen of other ny ins 
refrigerators,” he says. ms | 
With the aid of a Mayflower factory Eac 
man, the Crane Co.’s 16 field salesmen iverti 
will secure the new dealers, and assist tito! 
them in launching refrigerator sales nditi 
operations. pub 


To Aid Own Staff ie 


|aids from the distributor. 


| done in St. Paul by the distributor will 
| be designed to aid its local staff of re- 


| manager. 


| . . : . 
| ceive direct-mail materials at cost from 


} the distributor, 
| factory. Ire 


cent 


/ 
ign eS tae pany ei eee ee vale, deers 


Although established Mayflower deal ea 
ers in St. Paul will not be among thos xtel 
removed from Crane Co.'s refrigera 
dealer list, they will receive no sales 

Rather, all 


sales promotional work 


tail salesmen, according to the sales 


a 


Dealers outside of St. Paul will re- ve: DE 


the distributor, and the latter will pay 


|50 per cent of their newspaper advertis Sen! 


ing expenses. Of the 50 per cent paid by) 


one-half is paid by the This 


x 
TQ 


St. Paul dealers will receive a 20 jx: 
commission on each refrigerator: 
sale made, while all other dealers will 


| be paid a 30-and-10 per cent commission have be 
| Each of the distributor’s six retail sales T usin 


men will work on a straight 20 per cent ine ass 
commission basis. Othe! 


Direct Mail Campaign t, $9. 


The sales supervisor, who will bs 
charge of the retail staff’s activities 
be paid a 10 per cent override (10 
cent of retail price) commission on each 


sale made by one of the retail staff SHOV 
Mr. FitzGerald plans to open a heav) 


— J 
— 
=—i 


as his retail sales force is organiz ONI 
Considerable newspaper advertising v tog? 
be done in St. Paul, also, he states tt 
plans to spend approximately 5 per cent bu 
of the total income from sales in : 
Paul for advertising in the city. se 

Crane Co. will service and instal] ce of 
refrigerators sold by its dealers, er 
will in most instances carry dea y 
paper. It does not require its dealers p 
buy more than one unit in their init ‘ h 


orders 

Mayflower sales in Minneapolis, si 
city to St. Paul, and in the northw 
section of the Minnesota-and-west: HAYS 
Wisconsin territory, are handled by ; 
other branch of the Crane Co. of Mir 
which, like the St. Paul Crane 
ganization, is a subsidiary of the Cr 
Co. of Chicago 


Distribute Radios Also l 


Consequently, the sales organiza 
in Minneapolis and northwestern Mi 
gan will not be affected by the St. P 
branch’s setup revision, says Mr. F 
Gerald 


sota 


The St. Paul Crane branch has 
taken over distribution of Echopt 
radio receivers, manufactured by R rt 
Mfg. Co. of Waukegan, Ill. Two m¢ — 
of the Echophone line are equipped w a 
television apparatus r 
The new line of radios will be sold ) LI 
Crane Co.’s new dealers, who will ’ 
ceive a 40-and-5 per cent commission 
j}each sale. Large retail outlets ope: 
ing under the Crane Co. will receive 4 Ci RI 
40-and-10 per cent commission, acc: ro 
ing to Sales Manager FitzGerald rs 
Retail salesmen of the Crane Co. o} al 
ating in St. Paul will not be permit g 
to sell these sets, but will direct all t! ( 
efforts toward sale of Mayflower ref! fr 
erators r 
vh 


FRIGIDAIRE EQUIPMENT ff ™ 
INSTALLED IN SCHOOL 


ALBANY, N. Y¥.—The Philip Livi 
ston junior high school here has bs ute 


completely equipped with refrigerat 

and water cooling equipment by Frig . P 

aire Sales Corp., New York City ns 
A porcelain model refrigerator w > es 

placed in the domestic science kitct nt 

coils in the cafeteria storage box, i I a 

an ice cube maker and a short or in 


box were likewise installed 
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Refrigeration Advertising and 
Sales Promotion News 


RE AIL ADVERTISERS Crosley Book Tells 
SE’ MINIMUM PRICES Story of Product 


LO ANGELES—A schedule of mini- | 


um prices on certain articles of fur- 
tur below which members of the Re- 
‘ail (erechants Association of this city 
it advertise, gives $79 as the mini- 
mum advertising price of an electric 
fl rator, according to Retailing. 

It clearly stated by the association 
his is not a price-fixing schedule. 
Stol may sell furniture at any price 
‘hey choose, but they agree not to ad- 
ort below the accepted level, in an 
for. to stimulate buying of better mer- 
and to stop the practice of 
pric utting. 


il se, 


Object of Campaign 
*h object of the campaign is ex- 
d by the association as follows: 
e minimum-price advertising sched- 
intended to raise merchandise ad- 
ing to a higher standard to the 
| that the public may not be misin- 
rmed as to values. It in no way has 
anything to do with the price at which 
y institution desires to sell any of the 
ms listed. 
Each big advertiser attempting to 
ivertise prices lower than his com- 
has brought about a most chaotic 
ndition in the industry, unfair to the 
public, and at the same time forcing 
nufacturers into a profitless opera- 
n, in which their employes have 
sarily had to share losses to the 
xtent that a very bare living is all that 
n be expected by those who are 
tunate enough to be employed at all. 
To continue this policy the merchant 
simply furthering the process of 
fitless merchandising. This effort is 
ng made in an honest, sincere at- 
on the part of those who appre- 
ite the situation to stop this destruc- 
ve practice. Everyone in the industry 
in help, and we bespeak your full and 
mpathetic cooperation.” 


Sent to Manufacturers, Retailers 


This letter was sent to both manufac- 
irers and retailers, with the price list, 
sking for any suggestions for changing 
the list as it now stands. 

Both retailers and manufacturers 

ive been well satisfied with the results 

ising the minimum advertising rate, 
ssociation reports. 

Other minimum advertising prices 
oceasional chair, $5.95; breakfast 
$9.95: cotton mattress, $4.95; and 
iir sofa, $32. 


BRITISH G. E. PORTFOLIO 
SHOWS REFRIGERATOR LINE 


portfolio of 


LONDON, England—A 
graphs of the various models of 
erators being manufactured and 

ributed by International Refrigera- 
., Ltd. (the British General Elec- 
tirm) is being included in the latest 
of literature put out by the British 
eration company 
vidual photographs of the models, 
pecifications printed on the back 
h one, are placed in a holder on 

ide of the back cover of the 
ilet 


HAYS MacFARLAND & CO. WILL 
HANDLE GRUNOW ACCOUNT 


CAGO—Hays MacFarland & Co 
tising agency here, has been ap 


d to handle the advertising a 
of the William C. Grunow Co 
erator manufacturer of this city 
distribution set-up for the mar 
of the Grunow refrigerator is 
racticaily complete, according to 
Wanamaker, sales and advertis- 
inage!l 
vill be some time 
idvertising will be 
Vanamaker 


(OV-LING UNIT ON TRUCK USED 
TO SELL COPELANDS 


tkTLAND, N. Y. 
rospects to come into town, the 
rs Radio Shop, Inc., Copeland com- 
il dealer, has installed a milk- 
gz unit on a motor truck, to be 
out and demonstrated on the 
farms 

machine is ready for operation, 
vhile the salesman gives his sales 
he may point to the machine in 


however, before 
placed 


states 


GRVE ADVERTISING AGENCY | 
MOVES TO NEW OFFICES 


S PAUL—Offices of the Greve Ad- 
ng Agency, Inc., which handles 
eger Refrigerator Co. advertising 
nt, have been moved from the 
sota building to larger quarters in 
amm building here 


Without waiting | 
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CINCINNATI “Crosley Facts,” a 
booklet designed to familiarize Crosley | 
distributors and dealers, as well as pros- | 
| pects, with the type of materials and | 
precision workmanship that goes into | 
the Crosley refrigerator, has just been | 
issued by the Crosley Radio Corp. 

The booklet, which is something of a 
combined sales manual and selling pres- 
entation, takes the reader on a trip 
through the Crosley factory. Operations 
necessary in the manufacture of all 
parts made in the Crosley plant are ex- 
plained in detail, and the reader gets 
complete information about the mate- 
rials used and the precision workman- 
ship involved. 

This section of the booklet is gener- 
ously illustrated, with the illustrations 
being captioned in a way that allows 
the reader to visualize the story of pro- 
duction as he follows it on the printed 
pages. 

In the back of the booklet is a sales 
presentation about the various Crosley 
models, and a page of letters from Cros- 
ley users. The booklet closes with a 
story on the Crosley organization. 


GRIGSBY-GRUNOW ISSUES 
TWO NEW HOUSE ORGANS 


CHICAGO—-Two types of house organ 
publications for dealers and distributors 
are now being published by the Grigsby- 
Grunow Co., manufacturer of Majestic 
radios and refrigerators. 

The first issue of the Majestic Outlook 
appeared Oct. 1. On the editorial page, 
B. J. Grigsby, president of the Grigsby- 
Grunow Co., explains the appearance 
of this publication as follows. 

“In the past we have always felt the 
need to get closer to our dealers and 
retail salesmen. We hope to accomplish 
this purpose by means of the Majestic 
Outlook. We feel that you should know 
first hand our policies, our plants, and 
our plans.” 

Main features in the issue include a 
floor presentation in story form, de- 
scriptions of new Majestic products, bits 
about special promotional features, and 
“how” stories of Majestic refrigerator 
distributors. The 12-page issue is illu- 
strated. 

The other publication, Majestic News, 
| contains news and “sales slants” written 
|by Majestic dealers who have done 
| things worthy of note. 


NORGE DISTRIBUTOR USES 
CONTEST FOLLOW UP PLAN 


DENVER Dealers in the organiza 
tion of The Auto Equipment Co., Norge 
distributor for the Rocky Mountain dis- 
trict, are cashing in on the interest 
created by the Norge Cross-Word Puzzle 
contest through the issuance of a spe- 
cial $25 contest allowance certificate ap 
plicable to the purchase of a Norge 

The certificate, which must be re 
deemed before Dec. 31, 1932, was mailed 
out in a letter to all participants in the 
contest, which letter also contained the 
of the winners in the district con 


name 


test 


USE OF CELOTEX INSULATION 
FEATURED IN AD 


CHICAGO —"Celotex insulation’ that 
keeps heat out of refrigerators can give 
your home comfort and economy,” is the 
keynote of a page advertisement placed 
in Oct. 22 issue of the Saturday Evening 
Post 

“In your own refrigerator is likely to 
be Celotex insulating cane board which 
is now used by 38 nationally known 
manufacturers of mechanical refriger 
ators and ice boxes,” the copy states. 


MAXON, INC., TO HANDLE HEINZ 
BAKED BEANS ACCOUNT 


DETROIT Advertising on Heinz 
beans, including magazine and news- 
paper, is now being placed through 


Maxon, Inc., which will continue to 
handle advertising on all of the spagh- 
etti, soups, tomato and condiment prod- 
ucts of the H. J. Heinz Co 


G. E. ADVERTISEMENT GETS 
HONORABLE MENTION 


CHICAGO--An 
General Electric 


advertisement of the 
refrigeration depart- 


ment with the caption “Mother, watch 
that food,” designed by Andrew Loomis, 
was awarded honorable mention in the 
third annual exhibit of outdoor adver- 
tising art, sponsored by the Chicago Ad- 
vertising Council 


etting amazing NEW 


Standard of Value! 


See 


f. o. b. Dayton 


Specifications Model G-45 


Lacquer Exterior—Porcelain Interior 


Net Food Capacity—4% cubic feet... Shelf Space 
—9 square feet . . . Insulation—2 inches in side 
walls; 25, inches in door, top and bottom... Ice 
Vaking—2 trays, 56 cubes... Dimensions—Height 


532 inches: Width 24 inches; Depth 20% inches. 


Here is the FIRST revolutionary model 
in the new Mayflower line for 1933 


ND what a thumping big, value-smash- 
ing, pace-setting model it is! Look at 
that cubie content, Mr. Dealer—1', VET 


cubic feet of storage space. 


This is no miniature toy so skimped in 
size that it offers no practical value. 

No sir! Here is a regular he-man refrig- 
erator. It has the needed storage space for 


the average family. 


Yet, it retails for $112.00 f. 0. b. Dayton! 
Do you realize what that means 
usable storage space at a cost of only $25.00 


per cubic foot! 


Compare this super-value with those of 
other makes. Compare it with Mayflower 


1932 prices. 

The Mayflower 4 cubic 
foot model cost $169.50 
early in 1932. Think of it! 
A new, bigger and better 
refrigerator now costs 35 
per cent less! 

Never before have you 
ever seen anything at this 
price that will even com- 
pare with Model G-45 in 
size and quality. 


Read those specifications. They are proof 
that Model G-45 is built to Mayflower 
standards throughout—and not just to 
sell at a price. 

And remember, back of these specifica- 
tions is one of the oldest and largest com- 
panies in the industry. A company with 
a glorious 12-year record of success. A 
company with bigger sales in 1932 than 
in 193l—a record unique in the refriger- 
? NET ation field. 

Model G-45 is the first of a revolutionary 
new Mayflower line to be announced for 
1933. A line which will offer netwe and star- 
tling principles in refrigeration. 

Make no commitments 
for 1933 until you have all 
the facts on Mayflower. 
Investigate now. Learn why 
the new Mayflower line 
offers you increased sales 
and greater profits in 1933. 
Get the facts now before 
it is too late. 


TRUPAR MANUFACTURING 
COMPANY, Dayton, Ohio 


ir 1933 
im 


MAYFLOWER 


ELECTRIC 


REFRIGERATION 
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Solid CO-2 


[: the past few years, solid CO-2 has advanced 


from a lecture table curiosity to an important 
branch of the commercial refrigeration industry. 

During the course of its commercial develop- 
ment, lively discussions were held, particularly in 
technical meetings, by its protagonists and antag- 
onists. Its enthusiasts insisted that it possessed 
great possibilities, while makers of other types of 
equipment foresaw several problems affecting its 
application which they argued, would materially 
retard its invasion of the field. Probably both 
groups were right. 

It is true that the past year witnessed the ex- 
tensive application of solid CO-2 to numerous 
scattered industrial operations. It has been found 
practical for securing extremely low temperatures 
in treating duralimun rivets for airplanes, hard- 
ening bone-dry shellac for shipment, shipping and | 
cooling of serums, testing steel rails, shrinking 
metals, in the manufacture of vacuum tubes, and | 
to preserve wood, fur, grain, etc. 

More important from the standpoint of quan- 
tities consumed are its applications in refrigerated 
trucks, ice cream cabinets, display cases, and the | 
freezing of fruit juices. This was evidenced re-| 
cently in Detroit when many of the exhibits at the | 
Dairy Industries Exposition featured the use of | 
solid CO-2 equipment. 

It is also true that engineering problems affect- 
ing the development of solid CO-2 were real and | 
difficult, and have been obstacles to more rapid | 


growth of the industry. However, they are being | 
solved, and it now appears that further use of the | 
refrigerant depends (like the whole commercial | 
refrigeration market) more on the financial ability | 
of the purchaser to buy new equipment. 

One of the important problems was that of) 
designing equipment in which consumption of the 
solid CO-2 and temperatures in the storage space 
could be properly controlled. | 

The refrigerant tended to sublimate much too 
fast, due to the wide differential between its tem- 
perature of —109.3° F. and normal temperature 
refrigeration. Likewise, rising temperatures were 
apt to result in the food compartment following 
the disappearance of the refrigerant. 

Designers have found that the use of a second- 
ary cooling medium, such as alcohol or a volatile | 
refrigerant, permits effective control. In the design | 
of one particular ice cream cabinet, for instance, | 
alcohol is circulated between a solid CO-2 compart- 
ment and the ice cream storage space, control 
being accomplished by a manually or thermo- 
statically operated valve in the alcohol line. 

Another control system, 
used on two makes of refrigerated trucks, con- 
denses methyl] chloride in the solid CO-2 chamber, 
and allows the liquid methyl to flow by gravity 
into the storage compartment, where it evaporates 
to cool the truck body and returns via a thermo- 
statically controlled valve to the condensing 
chamber. 

Insulating equipment for the low temperatures 
of solid CO-2 was another problem. Not only was 
greater insulation needed to accommodate the 
greater temperature differential, but increased 
precautions were necessary against the moisture 
which tended to accumulate because of the lower 
temperatures. 

A major problem in the early development of 
solid CO-2 refrigerant was its distribution. Well- 
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insulated motor trucks and freight cars have now 
been designed which allow shipment of the refrig- 
erant over considerable distances. Moreover, new 
producers have sprung up throughout the country, 
reducing the distance which shipments need to 
be made. 

At the beginning of 1932 there were some 20 
plants making solid CO-2; others started produc- 
tion during the year, and several more are under 
construction. New companies have been led to 
enter the field by the promise of a large market, 
and frequently by the fact that they had a large 
free supply of CO-2 gas available as an otherwise- 
wasted by-product of other industrial processes. 


' These plants have extended and faciliated dis- 
tribution by utilizing insulated warehouses, so that 
solid CO-2 can now be procured in practically 
every city of any size in the country. 

Prices have come down rapidly with economies 
resultant from the operation of larger production 
units, until solid carbon dioxide can now be pur- 
chased at surprisingly low figures—depending, of 
course, upon quantities ordered. 

The term “Dry Ice” incidentally, may be used 
by any producer of solid CO-2, since the U. S. 
Supreme Court ruled last May, in an appeal case, 
that the term is descriptive and could not be 
registered as a trade-mark by the DrylIce Corp. 
of America. Although admitting its public accept- 
ance, other manufacturers have shown little tend- 
ency to adopt the term because they do not care to 
follow in the train of the company which coined it. 


The future of solid CO-2 in household refriger- 
ation is an open question. Two such refrigerators 
were displayed at the Dairy Show, and appeared 
to be quite economical in their consumption of the 
refrigerant. 

Makers of household electric refrigerators 
do not seem to be alarmed, however for they 
feel that the servicing requirements (periodical 
charges) of solid CO-2 will hinder its popularity 
among housewives. 


Gleanings from Other Periodicals 


WILL THE BUREAU LEAVE A VACANCY? 


HOSE who are familiar with business conditions in the | 


refrigerating industry know that it isn’t all smooth 
sailing for the manufacturers of small household units and 
the icemen can be assured that their own interests are 
related very closely to the changes that are taking place. 
As an indication of some of the troubles besetting this 
branch of the industry, a Detroit trade paper devoted to its 
interests, raises the question of whether tne Electric Refrig- 
eration Bureau will continue its activities, or whether it will 
fold up and join the ranks of things past and forgotten. 


Already the bureau program has been curtailed. Appro-| 


priations for national cooperative advertising, for issuing 
the bureau house organ and for other bureau activities have 
been sliced materially, and there is a possibility that further 
cuts may be expected before the year is over. 

The cessation of this bureau's activities will be nothing 
for the ice industry to celebrate. Rather it should look upon 


it as an unfortunate casualty of business. For, while it is | 


true that this bureau pushed the sale of mechanical units, 
it also served to advance the cause of refrigeration to such 


j}an extent that the ice industry profited tremendously 


through the knowledge and desire on the part of the public 
for better and more competent refrigeration. 

If it does go, there will arise a question as to what will 
take its place. It will leave an opportunity for the ice indus- 
try to carry on a campaign of education designed to inform 


the public as to the real merits of ice refrigeration and to | 


popularize the use of ice. Other industries have utilized the 
advantages of such situations and if the ice industry as a 
whole would enlarge its present advertising to some compre- 
hensive, constructive plan designed to inform everyone about 
the merits of ice refrigeration, such a campaign would 
accomplish real results.Ice and Refrigeration, Sept 


THE NEXT GREAT DESIRE 
ISTORY indicates that a boom time always comes as 
H the sequel to a great invention or the perfection of a 
new thing that vast numbers of people want. Offer the 
public a really exciting universal benefit and everybody will 
get to work to acquire it and put great numbers of other 
people to work to supply it. Once the building of the canals 


perity was based upon the automobile industry and was pro- 
longed by aviation and the radio. 

Prediction has been made by the American Architect that 
the next boom will be inspired by sound-proofing. It is 
already practical, if we really want it. We are assured that 
“noises can be shut out of offices and apartments. The trans- 
ference of noise from one room to another can be stopped 
The clatter of dishes and loud conversation can be absorbed 
to the point where an hour in a restaurant will be looked 
forward to with pleasure instead of dread. The noise of the 
railroad train, airplane, or automobile can be absorbed.” 

For a long time we have believed that the next great 
advance is due to appear in the conditions of housing. But 
we should rather expect it to come first in air conditioning 
that is, in a system which would not only heat the air in 
winter but cool it in summer and would cleanse and moisten 
it at all seasons. The principles are known. It remains only 
to embody them in apparatus cheap enough for the average 
home, and this we are told will soon be accomplished. The 
human race knows too much to live in needless discomfort. 
Woman's Home Companion, August, 1932. 


s 
Pula has ee Sak Oy ne 


Rea A ay th calla 


| vassing 


What a Frigidaire Deale 
Thinks 


Opinions of H. J. Henly, St. Paul, As 
Told to a Staff Writer 


By Elston D. Herron their entire time with “hot” pri 
ST. PAUL—In 1930, after his first full| Another reason for this 0\ 
year as a Frigidaire dealer here, Harold |Counter trend in merchandising 
J. Henly won membership in Frigidaire | the fact that “dealer discounts 
Sales Corp.’s quota club. Last year, he | Short to remnuerate sufficiently 
sold a greater percentage above unit | 5alesmen, while in store selling, t 
quota than any Frigidaire dealer in the | Per unit sale is less,” Mr. Hen! 
northwest. In some cases, dealers may } 
Yet, Dealer Henly says that he has | to continue profitably their outsi 
made mistakes in the refrigeration busi-|i9& Operations, provided their 
ness. And in his three years’ experience | 54!esmen have been working, a 
in selling refrigeration, he has formed |f0r 4 long period of time, anc 
a number of opinions concerning the |C°MSequently built up a large gr 
industry, its policies, and problems. users from whom they may 
Now, because of these opinions— aor trige leads. , 
mostly concerning the refrigerator mer-|, THiS St. Paul dealer emphasiz 
chandising field today—he is closing his | fact that his opinions as to pri 
salesroom, and will continue business | '¢t@il setups are prompted by t! 
as a division in Henly Department Store | ture of the times today, and that 
(in which he has an interest). ) normal economic conditions, larg 
There, he points out, refrigerator side selling operations might st 
selling will be less of a specialty selling | ™0St Profitable. 
activity, and with sales of companion 
merchandise, he will be able to bolster 
income from Frigidaire sales. 


Companion Merchandise 

This same qualification he place 
his statement that companion me 
Cites Current Problems dise must be carried by the refrig 


Mr. Henly cites the situation with |7®@ler who seeks to make a prot 
which he is now confronted as being “With conditions as they now a1 
typical of that in which many refriger- | S2YS, the refrigerator dealer 
ator dealers find themselves today. | have a variety of merchandise | 

He says, “I started my refrigeration | and his collections should be m: 
business three years ago as a dealer in | his store. ; 
Frigidaires exclusively. I took on no|, | /he latter would bring to his p! 
other lines of merchandise. I was 
equipped merely to sell. 

“All servicing was done by the fac- 
| tory branch here. My customers’ time 
| payments were handled by G. M. A. C. 
| Because of this, there was no reason for |. 
my customers to visit my store again, | "Come today. 

‘end I had nothing else to sell them. | Mr. Henly admits that sale of 
| “Still, while the economic situation | P?7!0n merchandise may not be 1 
was not critical, I could make a good | t© maintain a good income whe: 
income from refrigerator sales, even | ditions improve, since public acce} 
|though my set-up made it impossible to | of electric refrigeration is now at 
do repeat business. a high point that many units \ 
| “But now,” he says, “we are in a sold easily when the public has 
|buyer’s market. Price is the chief fac-|™O0ney available. 

itor. Chiseling is being done by prac- It is because he believes this 

itically all dealers, and it has become | 2°°ePtance to be so great, that he 1 
|necessary to take less than the regular 
| price on each unit sold. 

“This has reduced income to such an 
}extent that it would be unprofitable to 
continue in an exclusive refrigeration 
| business,” he points out. 


|sold other lines of merchandise 
| dealer who has but one product t 
|}and is without some means of b: 
| his customers back to his sale 


proved conditions, there will bs 
need for outside selling organiz 
People will come in to buy of the 


them.” 


Shorter Guarantees Cheaper Refrigerators 


Mr. Henly believes that the larger re- 
frigerator manufacturers could do sev- 
eral things toward solving some major 
| distributor-dealer problems. 

He insists that manufacturers should, 
|by mutual agreement, reduce the length 
lof their refrigerator guarantee periods, 
| decide upon a reasonable one, and place 
that guarantee on all units manufac- 
{tured by them. ‘ 

As his reason for this belief, he says, | “4S getting too much money. 
“The public was sold on electric re-| “If responsible producers had 
|frigeration to a great extent by the dealers a _ lower-priced _refrig 
long guarantee covering the product. sooner, they would have stopped t 

“Today, there is no necessity for long- roads of many fly-by-night com] 
time guarantees, because the public has and would have increased deale: 
confidence in electric refrigeration with- | 1!n still another way—by enabling 
out them. And for distributors and| ers to sell new prospects throug 
dealers to be obliged to give service | Of the low-priced jobs as leaders 
| over a long period means expense which; “As it is now, the economic sit 
|} they should not have to bear. has reduced the number of pro 
| Another of this dealer’s beliefs is that | yet an increasing number. of com; 
large manufacturers should decentralize | is attempting to sell the prospect: 
|their supervision of retail outlets. On | do exist. The result is not only 
| this point, he says, “No retail setup | sales but smaller profits per sali 
is satisfactory for long, because as Mr. Henly believes that delay 
itimes change, a retailer’s plan of opera- | troducing lower-priced refriv¢ 
tion must change with them.” was instrumental in keeping som: 
pects from buying any refrigerato! 
fore the cheaper units were intr: 


done much to stop chiseling a1 
trance of fly-by-nights into the ref 
ation field by introducing their 
priced refrigerators earlier, is a: 
of Mr. Henly’s opinions. 

He says: “Production of cheape: 
| by large manufacturers is more « 


| 
| 
| 
| 
Opposes Arbitrary Rules 

Yet, he contends, large manufacturers the prospects couldn’t afford t 

repeatedly lay down one arbitrary rule Now they’re afraid to buy.” 
cpec ht £ : served by | 

and expect that it shall be observed by | ; ; 
all retail outlets in every section of the | Combatting Fly-by-Night 
country, under all conditions | That fly-by-nights can be com! 

This, he says, often hinders a retail-| most effectively by education and 
er’s progress, restrains him from adapt-|salesmanship is Mr. Henlvy’s opir 
ing his operations to the times and the | “We must teach the public wit 
locality, and consequently impedes his | vertising and through our salesm« 
business’ progress not all electric refrigerators az 

“Manufacturers should establish dif-|Same. We must point out the 
ferent operating plans to suit their vari- | ences between the genuine and tl 
ous dealers’ needs, and dealers should | tation,” he says. 
certainly be given the privilege of using And it is the salesman’s job t 
their own judgment in applying factory | chiseling, this dealer thinks. “By 
orders, in some instances. Manufactur-|ing his presentation to his prospe 


which is now being | °'4 that. Then the railroads. Our last great era of pros-|ers should be more flexible in their rela-| good salesman can dissuade the 


tions with dealers.” | pect from his craze to make deale 

Mr. Henly’s observations have led him| their prices to the bone. and 
to believe that the trend in selling re-| doing, he will gradually, but sure! 
frigerators is, and must be, toward over- | courage chiseling.” E 
the-counter merchandising, and away The statement of the salesm 
from specialty selling . |competing with either a chisele: 

In most instances, he thinks, it is fly-by-nighter should be simply, 
now impossible for a dealer to make a get what you pay for,” think 
good income, if he must depend upon frenly, 5 
“expensive outside selling.” | In ine a ie 

He believes the ideal plan for selling | he. as ~iy oA sly ‘ a as to wi 

: 7” “ : , aS a dealer, favors national 

refrigerators is one whereby large stores tising by his manufacturer, M 
handling many types of merchandise | 2... “Yes | wea - “eae = ; 
would employ a staff of salesmen to fol-| ijea it is definit Poe tind Tl 
low up prospects who show an interest | *'C®° ** 'S Gelinitely competitive 
in electric refrigeration as they come, 
unsolicited, into the store. 

He points out that by such a system, 
the proprietor would have the store already sold 
traffic as a prospect-getter, with spe- “We should now turn our attent 
cialty selling methods of closing sales. | selling our own product, and the 
Expensive, time-consuming cold can- tures that belong exclusively to it 
would be eliminated, and advertising should be competitiv: 
trained specialty salesmen could spend | not educational.” 


“There is no longer a need for 
the public on the need for elect: 
frigeration through advertising 


accord. Salesmen won't need to go 


| of an admission that a cheape: ‘ 
| will stand up. It appears that someor 


er 


ect 


| 
| business many persons who could } 


| will find difficulty in making a suf! 


a statement to the effect that “wit! F 


That large manufacturers could ha’ 
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CREDIT CO. FORESEES 
SLES VOLUME GAIN 


EW YORK CITY—A buying wave 


w supersede the present wave of 
th ft, according to executives of the 
Cc. amercial Credit Co. 

‘his is our forecast concerning in- 
du try in the United States,” says the 
st ement. “Conditions will change; em- 


p! yment will pick up; sales volume will 
int in all lines. 


n 

But unless we have learned to turn 
sa es into profits, a renewal of buying 
W only mean more work without 


re gain. If our sales of that era are 
ight at each other’s expense, as sales 
in so many lines are at this stage, we 
sh ll only succeed in speeding up the 
tr admill 
i 


without escaping from _ its 
itations. 
Future Rests With Industry 
The future rests entirely with in- 


di) stry itself, and the answer depends, 
fi: t, on the extent to which the fac- 
ies accept the retail problem as pre- 
iderantly their own and, second, on 
th breadth and vision of the dealer 
bc ly in shouldering its proportion of t 
load. 

Factories with vision will 
t-engthen their dealer caine and to 
edueate its members far more thorough- 
ly than heretofore in every phase of re- | 

ling art. 

For every obligation which rests 
pon the factories at this juncture the 

tributors carry one of almost equal 


a 
s+ 2 


ight. And they have the same re- 
sponsibility toward their dealers that 
the factory has toward them. 
Must Learn to Cooperate 
One and all must learn to cooperate. 
The price-cutting orgy must cease. 
Vhen the factories and dealers both 


> = 


of individual 
to prosper. 


t mutual service ahead 
advantage both will begin 
With greater poise 
sion, the outlook may be very bright 
ndeed. But if the old expediency pre- 
ils when times speed up—there’s noth- 

ng to it. 

“If we are big enough to cast aside 
opportunist’s false and outworn 
creed, and set up the Golden Rule in 
its place, we shall progress beyond our 
present hopes. But if we try to muddle 
along on the same old lines-—-our 
days are behind us.” 


DISTRIBUTOR CELEBRATES 
SALES CONTEST VICTORY 


- 


ae 


the 


OANOKE, Va.—A jazz ballet, 
Bs e of the Animated Ice Cubes,” was 
feature of a program arranged by 
Glenn Baylor, advertising manager of 
hurman & Boone, Kelvinator distribu- 
rv here, to celebrate the winning of | 


and broader | 


best | 


;on the National Guard team, 


“The 


rst place by the distributorship in the | 


Kelvinator Derby, to announce the Kel- | 

vinator Christmas sales campaign, and | 
introduce the new Kelvinator line. 
John S. Garceau of the Kelvinator fac- 
ry sales promotion department at- 

tended the celebration and assisted 

‘ales Manager Bill Wolfenden of Thur- 
an & Boone in presenting the Christ- 
as campaign. 


| 


| hold 
j}and building materials, 


Those present at the meeting also in- | 


uded E. A. Thurman and I. E. 
vners of the distributorship; C. D. Mit- 
ell, district manager; and more than 
dealers from the 
rritory in Virginia. 


COPELAND SERVICE COMPANY 
FORMED IN NEW ORLEANS 


NEW ORLEANS-—A new company to 
known as the Automatic Refrigera- 
yn Service Co. has been formed here 
James Wood, formerly of Kelvinator, 
etroit, James C. Rolphton, also for- 
erly of Detroit, and George Miller, Jr., 
this city, to handle installation and 
rvice for Copeland, and to service all 
akes and sizes of refrigerating units, 
cording to C. V. Bankston, sales man- 
er, Edw. N. Eberling & Co., Inc., 
»peland distributor here. 
Rolphton was service 
iw. N. Eberling & Co., Inc 
irs, and Miller was in charge 
allations for the distributorship. 


manager of 
, for several] 
of in- 


Boone, | 


Thurman & Boone | 


land 


WHOLESALERS FIGHT 
DUMPING OF SURPLUS 


NEW YORK CITY—The Eastern 
Electrical Wholesalers Association, Inc., 
adopted the following resolution with 
regard to manufacturers disposing of 
surplus or obsolete merchandise in the 
metropolitan district. 

“Whereas, manufacturers faced with 
the necessity of liquidating surplus, or 
obsolete stocks have demonstrated a 
preference for the metropolitan district 
as their dumping ground; and 

“Whereas, this type of merchandise 
| has been repeatedly disposed of at de- 
moralizing prices, and often through 
channels not identified with the electri- 
cal industry; and 

“Whereas, this practice does seriously 
disturb, and threaten the existence of 
established electrical distribution agen- 
| cies; therefore be it 

“Resolved, that the Eastern Electrical 
Wholesalers Association strenuously con- 


vox 1» BOSTON KELVINATOR STAFF 


HOLDS SHOOTING MATCH 


| BOSTON 
|branch of Kelvinator Sales Corp. had 
|}better watch their step, according to 
|Harry Troutwine, branch manager, who 
{announces that his 
| held a shooting match with the National 
|Guard company here. 

“From this you may take it that we 
}are prepared to do whatever is neces- 
sary to our competitors, fight with new 
models, with shillalahs, or with 
regular army service automatic .45 
pistol, with which this match was shot,” 
states Troutwine. 

“Although the 


the | 


H. A. Ollivierre (center), Reading, Pa., distributor for Copeland electric refrigerators, was received on h’s visit 
to the factory by Sales Manager C. W. Hadden, Vice President Edwin H. Brown, President William Robert 
Wilson, and Vice President W. D. McElhinny. Mr. Ollivierre is shown placing an order for two carloads. 


Competitors of the Sectent 


salesmen recently | 


| 
} 
| 
National Guards won | 


the match, its total score was only 888 | 


compared with our 739. A few of the 
men on our team would make it inter- 
esting for anyone who wanted to per- 
petrate a duel, it would appear from 
their scores.” 

The Kelvinator team was composed of 
|Frank Bitz, who made a score of 43; 
Tom Olsen, score 122; Harry Troutwine, 


demns the practice as destructive and 
detrimental to the best interests of the 
industry; and be it further 
“Resolved, that for the purpose of con- 
fining inventory losses and demoralizing 
reactions to a minimum the Eastern 


Electrical Wholesalers Association does 
recommend that the liquidation of sur- 
plus and overstocks be handled through 
established wholesale distributors in all 
sections of the country and not the 
metropolitan district alone.” 


TENNESSEE QUOTA MAKERS 
TO SEE FOOTBALL GAME 


| NASHVILLE, Tenn.—-In addition to 
; the cash bonuses being offered by the 


Dealers Classified 


DETROIT Dealers handling 
Leonard electric refrigerators fall 
under 39 different classifications of 


business, according to a survey just - , . : 
completed by A. M. Taylor, mer- || General Electric Co. during the “Moni- COPELAND GOES TO EUROPE 
chandising director of the Leonard ||tor Top Election Campaign,” H. A. 


| Pendergraph, president of Pendergraph- 
Brown, Inc., General Electric refriger- 
ator distributor here, has promised the 
leading domestic salesman in each retail 
outlet who makes his campaign quota, 


DETROIT ire Copeland, president 
1f the American Show Case & Mfg. Co. 
of this city, Adrian, Mich., and Muske- 
gon, Mich., has been called to Europe in 
an advisory capacity regarding modern- 


Refrigerator Co., in collaboration 

with that concern’s distributors. 
The furniture trade supplies 24 

per cent of the dealer organization; 


the radio and music business, 19.3 ’ Ag 

per cent; hardware and plumbing, tickets to the annual Vanderbilt-Tennes- | jzeq_ store equipment for the develop- 

17.3 per cent; and the electrical ||5°® UMiversity football game. ment and expansion of a large Euro- 

trade, 13.7 per cent. The other Each retail store manager who makes| pean store organization, according to 

classifications are scattered. quota also will be given tickets. Each|C. E. Wakeley of the American Show 
winner will receive a pair of ducats. Case & Mfg. Co. 


score 174; Phil Johnson, score 161; Jake 
Stewart, score 134; and Bill Fuller, 
; score 96 

Sergeant Lyons of the National 
Guards, who made the highest score of 
the match, 187, is also a member of the} 
Kelvinator organization, but had to be 


to Troutwine. 


according 


HOME PLANNING HALL FOR. 


WORLD’S FAIR IS STARTED 


CHICAGO Constr uction of home 


|planning hall, north wing of the Home 
Industrial Arts building of the 
which will house exhibits 
of air-conditioning equipment, plumbing 
supplies, household appliances, house- 
accessories, decorative treatments, 
was begun last 


World’s Fair, 


week, 

A row of exhibit booths located on the 
north side of the structure will serve as 
an index to the various kinds of displays 
which World’s Fair visitors will find 
within the hall. 

E. W. Sproul Construction Co., Chi- 
cago, has been awarded the contract for 


this project. 


| WESTINGHOUSE ELECTS TWO 
VICE PRESIDENTS 


NEW YORK CITY—Following the 
meeting of the board of directors of the 
Westinghouse Electric & Mfg. Co. held 
here recently, President Merrick an- 
nounced the election of two vice presi- 
dents 

C. E. Stephens, 
vice president, 


formerly commercial 
was named vice president 


with headquarters in New York City 
N. G. Symonds, formerly commercial 
vice president at Chicago, was elected 
vice president in charge of sales 
Symonds’ headquarters will be at the 
general offices of the company in East 


| Pittsburgh, Pa 


FINNED TUBING 
INDIVIDUAL SQUARE FINS 


With modern equip- 
ment for quantity pro- 
duction and 22 years’ 
experience in the manufacture of finned 
tubing, we are ready to meet the various 
requirements of the refrigeration indus- 


ry for condensers or 
ther fabricated forms 
f finned tubing .... 


Send for 100N folder — it gives 


complete specifications. 


THE BUSH MFG. CO. 


TARTFORD. CONN 


© Things FLA ppen wnen you demonstrate 


the Step-Saving Len-A-Dor and other Leonard Features 7 


INTEREST! ACTION! EASIER SALES! . 


Leonard is the one electric refrigerator you can dem- 
onstrate dramatically — with action and sustained 
interest! No other refrigerator provides the salesman 
with so many opportunities to do something, as well 
as say something, or so many features the prospect 
can try for herself. 

There is action when you touch a toe to the 
Len-A-Dor pedal. The wide door swings gently open 
prospects at once see the value of this exclusive 
feature. So it is with the new Leonard sliding shelf, 
sliding dairy basket, telescoping shelf, vegetable bin. 


Leonard’s long list of advanced convenience features 
are extra values in a line distinguished for beauty, 
quality, durability—10 beautiful new models (4 all- 
porcelain)—4 cu. ft. to 9'2 cu. ft. food capacity. Write 
or wire for details of this profitable franchise. 


LEONARD REFRIGERATOR COMPANY 


= : 14256 Plymouth Road, Detroit 
s @ua a 


CHILL-OM-ETER 


SLIDING SHELF 


“@.1 
es 


ALL-PORCELAIN COOLING 
UNIT 


SANITRAYS 


BEERS 


ONE-PIECE PORCELAIN 
INTERIOR 


RUBBER TRAY 


AUTOMATIC ELECTRIC LIGHT 


—  Shenew 


LEONARD 


ELECTRIC REFRIGERATOR 


INSTALLATION AND TAX PAID 
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LITTLE STORIES OF INTERESTING 
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LITTLE STORIES OF INTERESTING 


IN THE REFRIGERATION INDUSTRY 


IDEAS IN 


By George F. Taubeneck 


Notes on a Swing 
Around the Circle 


General Electric 

Manager P. B. Zimmerman rapidly 
cleaning off, marking, and delegating a 
fearsome pile of work on his desk, pre- 
paratory to entraining for New York 
City Light-hearted, almost gay, he 
dropped gently into my ears a number 
of reasons why he feel G. E. business 
will be good in coming months. Sounded 
reasonable, too, these reasons. 

Sales Promotion Director Walte 
Daily engaged in an intensive training 
course of his loyal staff of helpers 
Is trying to encourage and develop 
budding capacities for responsibility and 
authority. 

Harry Mealey cheerful, confident, as 
warmly magnetic as ever Looking 
ahead to the next convention of G. E 
distributors . Thinks it should be held 
in Cleveland again, because convention 
there in August was so business-like and 
successful 
Chapman nattily attired in a 
Appearing 


George 
crisply pressed gray sult 
capable, calm, cool, collected 

nC honest, discerning, 
analytical advertising manager, Con- 
ferring with agency men, listening to 
the stories of publication representatives. 

Fred Bollmeyer and George Straight, 
publicity men, cordial and accommodat- 
ing, with receptive ears extended to 


Shaw, young, 


Clark Gable proportions in order to 
catch tips for possible news stories and 
publicity. 

Herb Selby, shrewd, erudite space 


buver and contact man for Maxon, Inc., 
over from Detroit for a few days of 
consultations 

Mike Mahony and Walter Landmesset 
out of town. Pals Frank Corliss, Timmy 
Timmerman, Harold Hulett, and Eddie 
Nolan out on errands. Sorry! 


Apex 

President C. G. Frantz, Vice President 
(in charge of sales) R. J. Strittmatter, 
Advertising Manager C. S. Gregg, and 
others in a huddle deciding on signals 
for next year’s plays 

The conference was in its second day 
when we arrived to pay our respects, 
and seemed well started toward a new 
endurance record 

Across the street the factory formerly 
occupied by the Jordan Motor Co 
(which has quit the automotive race 
or is it a race any more?), and recently 
purchased by Apex, is being revamped 
for its new duties 


Frigidaire 
H. W. Newell 
of sales, tense, brow furrowed, 
strong, brain hitting on all 16 cylinders 
. Cornered after a conference with a 
group of heavyweights, he guardedly 
gave your correspondent the following 
interview: 
“Yes—and 


” 


me 


vice president in charge 
decisive 


again, no--but don’t quote 


Jim Nance, energetic sales planning 
manager, engaged (according toa sve Ite 
smiling stenographer) in 15 minutes of 
deep thought, or silent prayer, or some 
thing As insistently 


Like most of the 


probing as evel 
others on whom 


the Valve called last week, Jim is eage! 
for reports of straws in the wind He 
is a better pumper than most Would 
have made a good reporte! Saw him 
at dinner in Ralph Hitz Van Cleve 
hotel with a representative from he 
Jam Handy motion picture company 
ind we'll wager all tl free ¢ il we 
collected I trip that Jim now 
know i I ibou ‘ ‘ mn of 
making commercial talkle i ‘ the 
Jam Har Mar H i sponge for 
informatior Nance ft W i Wild 
Wester! pong idee ind ge! mur 
because he ‘ n ‘ han al b fact 
he chas¢ then rope then 1 naw 
Li€ t! eI 
Advertisin Mar I Db Doty 
lave and amiable u i much on 
yp of | jo elde byszko whe! 
eee ae oa Pap 
mat Alt il I < Cl 
1 f it, Doty rer \ I e of 
What t We re ( bn Will 
Wear 
T { ( her , a ’ f that 
i \ \ ing F1 iilre nfar ii! 
cor ning di\ on, bright ar talka 
tive, } id of t performance record of 
nsta ! ide tl yea Ready 
it f p ofa it to enter int ng 
‘ I l n i f it pretty 
f f irg ‘ prehension of 
eng neory ft head pre ure 
compre Spe ‘ tary principle 
efrige inyt! else today 
mister Oo f ‘ managers 
we } mw, I \ i e most in 
pre © < e! 
P | t ( Mut« e1 
wl I ence tv greatly 
4 t | ‘ , ; 
gpener } ft I t f ! 
= wit! I € working 
fur i ft Ww r fir i 
ew Hi ra } 
‘ il i tye 
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\fraternity of Mutchner-Trained Men, 
and who sincerely believe he has been 


the best teacher they have ever had .. .| 


“Mutch” was for many years a city edi- 
tor, and knows what to do with raw 
talent ... This young man Irwin, how- 
ever, isn’t so raw Already he has 
a long record of responsible journalistic 
jobs behind him. 

President E. G. Biechler was on the 


road back from Detroit, but didn’t ar- | 


rive as soon as our train. 


Mayflower 


Dropped into the office of Bill Myers, 
treasurer and merchandising manager, 
and found him in shirt-sleeves. Soon 
President H. J. Hunt and Vice President 
in Charge of Sales L. G. Lindsay came 
in, also minus coats, and we had an old- 
fashioned round-table session. 

Mayflower enjoyed an unusually good 
Spring. Its production department, 
under the direction of F. C. Geiler, 
really had a job on its hands to keep 
up with orders But, as was the 
case with the rest of the industry, the 
sales curve fell abruptly in midsummer. 


Eastern outlets—most of them of the 


lis coming off the lines at the rate of 
1,500 to 2,000 per day. 

Personable Neil Bauer, Crosley sales 
manager, obligingly gave us a goodly 
| portion of his 
off a running succession of visitors and 
assistants trying to storm his door. Mr. 
Bauer’s personality creates a remark- 
ably strong “approach response,” and he 
seems as honest as the day is long. 


morning, while staving | 


jing hand in constructing the frame for 


Talked next with high-speed C. H. 
Corbett, advertising manager, who is | 


striving to an educational job on Crosley 
refrigerators. This educational job is 
that of stressing quality and precision 
workmanship. 

Crosley refrigerators were first sold 
largely on price appeal; Corbett main- 
tains that there is an additional story 
to tell, and has fashioned a beautiful 
| brochure, “Crosley Facts,” to relate that 
story. 

Mr. Corbett is tall, well-built, 
dent, makes quick decisions 


confi- 


Gibson 
At Greenville, Mich., the Gibson plant 
is still making refrigerators. It’s one of 
the few plants in the industry which 


One G. E. Employe Cartoons Another 
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Heywood Broun, columnist, politician, show producer, and now master ot 


General Electric radio programs, is notoriously untidy. 


Here he is pic 


tured by historian H. W. Van Loon, also on the G. E. radio program. 


specialty type are now doing the most 
busines for Mayflower Big “catalog 
houses” are conserving resource joing 
little activ promotior 

Pi nt Hunt man a ol i 
he istute, is leading a drive to pro 
mote Mayflower sales everywhere by the 
more aggressive application of specialty 
methods 

Factory sale promotion budge for 
next year will be biggest in Trupar hi 
tory Hen Hu & McDonald, new 
rrupat idvertising agency will help 
pend it appropriation. Note adver 
tisement on page 7 of this ue of the 
NEW 

Emphatic in the expre on of h 
oO} hat the be meth of moving 
elec ( efrigeratol ; through strong 
pe \ ellin listribut and deal 
é Pre ent Hunt showed the Valve 
offers of big lers from certain depart 
ment stores (on which Mayflower could 
have made a neat profit if the sales 
had been made direct, instead of through 
listributors) which he had turned down 


Averred Mr. Hunt 

“We started in this 
wearing overalls. Although we have 
since prospered some and been able 


business 


to acquire some dressy clothes, we 
still have those overalls on under- 
neath. 

“If they 
get back to the overalls stage with- 
out losing any momentum.” 


take our shirts, we can 


Crosley 

The big Colerain plant of the Crosley 
Radio Corp. was humming 
one rainy day las 


+ + 7 th 


new radio which lists at less Var 


can show any smoke coming from its 
chimneys 

President C. J. Gibson has just re 
turned from trips to Chicago, Detroit 
ind Jackson, Mich. Frank Gibson, vice 
president in charge of sale is in Chi 
cago, also getting the lay of the land 

W. R. Marshall, sales promotion man 
ager, has been in Chicago, too. Mr. Mat 
shall spent four days with Century of 
officials 


working on a 
highly original unt to advertise Gibson 


ana 1s 


Jacquelin Frost, home economics di 
’ 
} 


ifter an exten 


The Gibson program of advertis- 
ing at the sale (and in 
Electric Refrigeration News), rather 
than in national magazines, will be 
followed 


point of 


again next year. 

(Incidentally, the entire industry 
seems to be coming around to this 
point of view. Interest in national 
magazines seems to be 
rapidly.) 


waning 


Instead of reducing prices, Gibson has 
offering premiums (‘such as food 
mixers) with every model sold. This old 


been 


dea of “something for nothing” seems 
to be working more than satisfactorily 
Norge 
Biggest news at Norge is the Christ 
mas contest (see story beginning on 
page 1 of this issue). Jim Sterling, sales 
promotion manager, has had the guid 


Yet Se eee yd aoe 


j}ant. 


this contest, ably seconded by “Dusty” 
Roads, advertising manager, and A. R. 
MacMillan, sales educational director. 


President Howard Blood and Vice 
President John Knapp involved in | 
some super-headwork, and wearing | 
Sphinxlike phizzes which make the | 
Valve smell news in the offing. | 


George Anderson, who used to work | 
for Dodge, is Major Blood’s new assist- 
Ira Reindel, who formerly had that 
job, now has executive duties in the | 
engineering department It’s one of 
Major Blood’s theories that his assist- 
ants should trade positions now and 
then, and get the feel of other depart- 
ments. (Another example, H. L. Spencer, 
has within a year been Detroit factory 
manager, Muskegon factory manager, 
and national service manager.) 


Kelvinator 

Kelvinator also hepped up over its 
Christmas sales contest, on which it 
got the jump over the rest of the indus- 
try, and with which it is moving stocks 
off dealer’s floors. 

Almost everybody out of town. Jud 
Sayre, sales manager, has been swinging 
through the South . Campbell Wood, 
director of utility sales, sailed in, 
proudly bearing Charles A. Collier, vice 


| president of the Georgia Power Co. 


|Mr. Wood doesn't get to town so often, 
' 


| but when he does... 


Kelvinator officials are now said 
to be working on direct sale ac- 
counts with certain large department 
store outlets, somewhat along the 
line of Frigidaire’s new plan. 


Leonard 


Salesmanager R. I. Petrie bobbing in 
and out of town like the inveterate 
traveler he is ... Bert Taylor, merchan- 
dising director, in Chicago Max 
Romig and R. R. Ludington keeping the 
home fires conflagrating. 

We have a little yarn about Petrie and 
Taylor, which will appear in another 
“Valve.” 


Copeland 


President William Robert Wilson is 
now to be found almost daily at the 
Mt. Clemens factory, consulting with 
Vice Presidents W. D. McElhinny (in 
charge of sales), and Ed Brown (in 
charge of finance), mapping out a pro-| 
gram for the new year. 


Ralph Douglass, advertising manager, 
on the job, as are C. W. Hadden, sales 
manager, J. R. Replogle, chief engineer, 
Edward Barger, national service depart- 
ment, and others 


Universal Cooler 


President G. M. Johnston, as hard to 
locate as ever, at work lining up new 
distributorships for his commercial line. | 

Proud was Mr. Johnston to announce | 
that he has made a deal with Ed Ter- | 
hune (Appliance Engineering Corp.), 
former Copeland distributor in Boston 
ind a considerable chunk of New Eng- 
land 

“Jeff” Johnston has probably gained 
more respect and prestige in the indus- 
try this year than any one other man 

took a small 

business which was in the red, paid its 
debts, cleaned creditors off the doorstep 
lined up some acco. 
profits on these accoun 
T 


Several years ago he 


ints, made good 
ts, paid dividends, 
absorbed a competitor, moved into a 
new factory, built up a comparatively 
big Canadian business, and earned the 
ind esteem of his fellow chief 
industry councils. Hats off! 
7 . . 


Leaf from the Diary 
Of an Editor 


Belatedly to the office and found 
George Straight, who writes publicity 
for General Electric, all a-jitter with an 
idea Good one, too With George out 
Lou Maxon, president of the ad- 
vertising agency which bears his name 
in the luxurious converted home which 
houses Maxon activities 

Lou, fresh from a workout in his 
gymnasium, looking ruddy and rugged 
The burns on his leg (see E.Lectric RE 


rood will 
executives in 


hi See 


FRIGERATION News, Sept. 21 issue) are 
healing nicely, thank you. Lou’s office 
is positively The Last Word in good 


taste and restful surroundings 

With George and Syd Caswell, G. E 
distributor in Detroit and popular man- 
about-town, to tramp through the Gar- 
den Court apartments, which are being 
overhauled and readjusted to permit in 
stallation of 24 complete General Elec- 
tric kitchens which Syd sold to owner 
Hiram Walker 

In case you didn't quite catch the 
name, Mr. Walker is a w.k. Canadian 
distiller. If he should fall down on his 
payments, Syd opines he might take it 
out in trade 

To the Pioneer Club for lunch with 
George and Syd, and much merriment 
and good fellowship. Syd laughingly re- 
lated that on one particularly day not 


PI 
so long ago he ordered his retail uff new 
to sell nothing but General Ele: pi, fHa 
Juniors. Results of the day’s eff« ‘s with | 
four Monitor Tops sold. ad .n 
| - n 

Syd goes out one day each mon } hal 
and tries the 25 Plan (ring 25 dox in 7 
bells and ask for orders) himse qT 
Not once has he failed to land , spet 
order. gylve 11) 

nt. ™ 

One of his new ideas is that |: tie ¢ 
making each of his field superviso s It 1a 
in turn retail sales manager for or = weig 't 

E 
day. On that day the superviso: ae 
word is law, and he has a chance : u 
try out his own pet ideas of sellin the 
Syd says it works. Competiti,- lud 

. . . pel ‘ 
spirit, of course, is aroused. Ar nT 
ideas are tested. T 

Syd, a smart salesman and an i: “ 

. . . . . . As n 
spiring leader, is in addition an a th. | 
complished playboy. And he’s als tors, 8 
the kind of man who can make net 
crack like this: eaetla 

f ee watt 
“I call him ‘Aspirin’ because he’s more | 
such a headache.” ent t 
7 Most 
Back to the office and to sit in on met 
interdepartmental conferences and coun- name 
cils of war, and to answer a pile of le! 
| letters. proxin 
Into the office dropped Thomas Coyle TI 
|of Roessler & Hasslacher, which sup mobile 
plies methyl chloride to the industry fecil | 
For Mr. Coyle we have long held a deep F. He 
seated admiration, and his visit was an Burea 
event. in 
Came later C. A. Miller, sales manager 
of Servel, with much to talk about, and 750) 
E. E. Merritt, high-powered salesm = 


for Briggs refrigerator cabinets. Fred 
Shaw of the Brooke, Smith & French 
advertising agency also dropped in for a 
short chat. 


QT 
Telephone conversations with Mess: said 
Sterling, MacMillan, and Roads of a ty 
Norge, with Merchandising Director A itor 
M. Taylor of Leonard, and with Georg: ibine 
Cullen of Kelvinator. Of the conversa at dia 
tion with Norge’s Jim Sterling you may Pan ur 
hear more later. That man can get Sixt 
things done apa 
Much amusement around the offic: ave 
over a realistic and revealing field : In | 
port from Staff Writer Elston Herr f the 
who is undergoing some baptismal fir: vood 
To dinner at 7:30 with W. R ty, a 

Marshall, Gibson sales promotion ve 


manager, and his charming family 

which had driven to Detroit to tak« 

in a show. MA 
Over appetizing Fort Shelby food 

Mr. Marshall and the Valve meshed 


minds for more than an hour CH 
Humor is one of Mr. Marshall's ur 
most admirable qualities. 

: a Wut I 

With incomparable Greta on a rou: f th 
of Detroit’s gay night places (all two | 

em) and rubbed shoulders with a nur the ( 

ber of notables, including: 
— 
Harry Hayes, veteran refrigerati oem 


engineer, and H. H. Van Deventer, de 
of refrigeration patent attorneys, w 
had their heads together over b 
dinners, oblivious of the orchestral d 
and the shuffling of feet. We enlist 
their help on a project 

H. G. Perkins, one of 
Head Men, who was being entertain 
by Ralph Hitz America’s forem« 
hotel manager (New Yorker and Le 
ington in New York City, Book-Cadill 
in Detroit, Van Cleve in Dayton) 


Kelvinator 


R. R. Ludington, assistant to Sale 
manager Bob Petrie of 
having a big time 

H. J. Walker, Jr., Frigidaire bran 
manager in Detroit, who did not mot 
around the flame for long, but wl 
exited forthwith after finishing dinne! 


Leonard 


Brenon, well-lettered co} 
Maxon Inc., dissertati! 


St. John 
writer for 


learnedly on something obviously p! 
found 
Corine Muer and Frank Gillen, enté 


tainers by appointment to the refrige 
ation industry 

Cliff of Henry For 
chief engineer, said to be interested 
progress and recent developments in 
refrigeration industry 

L. M. Michelson of Simons-Michels: 
advertising agency, looking dark ar 
gloomy 

Phil Wood, brother of the famous G 
and himself a Harmsworth’ Trop! 
winner in 1931, and vibrator Gil 
Gray. Phil is driving a buff Chrysl 
Imperial which is almost identical wit 
the model President George Mason 
Kelvinator steered until recently 
Chrysler salesman tried to induce t! 
Valve to purchase the ex-Mason wago 
on the premise that it should be kept 
the refrigeration industry!) 


Sorenson, son 


masté 
lir 


imoali 
inciudl 


Wynnsome headliners from 
clown Ed Wynn's new show 
lofty Frieda Mierse and dazzling L 
venoria Sabalis 

A good 


+ 


time, your correspondent 
was had by all—ar 


Ludington 


pleased to report 


= 
especially by Mr = 
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| One Gibson department which its : 
n working overtime is its group of design 
ing engineers. Next year’s merchandise 
; will show the results of some of the 
midnight tallow these fellows are burn- 
ing 
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FLICTROLUX PLACED 
N -IELD LABORATORY 


p} [:LADELPHIA — Pennsylvania's 
eld laboratory of the Department 
fH alth, a truck completely equipped 


with laboratory apparatus, recently 
,ad n Electrolux refrigerator installed 
n according to C. R. Logan, in| 
hal of refrigeration sales for the 
phil ielphia Gas Works Co., which | 


‘om eted the installation. 
Tl purpose of the truck is to rush 

¢ - service to afflicted areas of Penn- 
viv aia suffering from plagues, water 
nt mination, typhoid fever, and casu- 

of a general nature. 

is an Autocar chassis with a total 


i 
wei of 10 tons, is 18 ft. long, and 
ce, sable of 50 miles per hour. It can 
eac any part of the state within 20 
yu In addition to the Electrolux, 
the cquipment of the laboratory in- 
lu a stove and water heater, all 


ted with compressed gas of which 
,m nth’s supply is carried. 

T truck is fitted with every mod- 
vice for bacteriological and chem- 
naylsis, including autoclave, water 
high- and low-temperature incuba- 
sterilizing oven, microscopes, bal- 
glassware, and all necessary ap- 
2ra'us, such as hot and cold running 
vate storage battery capacity for 
mi than four days, and cable equip- 
ent to allow connection to power lines. 

Most of the equipment is of Allegheny 
met or chromium plated brass. All 
namel parts are finished with duco lac- 
uer. The cost of the truck was ap- 
roximately $18,000. 

The design and construction of this 
mobile laboratory was supervised by J. 
‘ecil Rhodes, chief chemist, and Walter 
F. Heintzelman, epidemiologist of the 
Bureau of Laboratories of the Pennsyl- 
inia Department of Health. 


50 ICE REFRIGERATORS 
ORDERED FOR ARMY POSTS 


ST. PAUL—Orders have just been 
| by the quartermaster-general of 
ie U. S. Army with the Seeger Refrig- 
ator Co. here for 250 ice refrigerator 
ibinets, to be distributed among vari- 
is camps in the United States, Hawaii, 
Panama, the Philippines, and Alaska. 
Sixty-six of the cabinets will have net 
ipacities of 70 cu. ft., while 184 will 
ive 49-cu. ft. net capacities. 

In placing the order, representatives 
* the quartermaster specified that all 
vood parts of the cabinets be treated 
with zine chloride salts, to prevent de- 
iy, and destruction by wood-boring in- 
All cabinets 
nd outside. 


MAJESTIC DISTRIBUTOR FOR 
DUTCH INDIES NAMED 


CHICAGO—E. 
; ao, Dutch 


will be porcelain inside 


3randao of 
West Indies, has been 
nted exclusive distributor of Ma- 
st refrigerators and radios in the 
utch West Indies, with the exception 
e territory of Aruba, according to 
Scheel, foreign sales manager of 
Grigsby-Grunow Co. 


Moreno 


ATORS. INCREASED DE- 
AND AND LOWER METAL 
OSTS MAKE POSSIBLE A 
UBSTANTIAL PRICE REDUC- 
ON. THE SAME SATISFAC- 


RADIATOR & 
MFG. CO. | 


| contained 


| Expense meant nothing 
| salaries, 
| promotional budgets, tremendous multi 
| plication of field expense 


| The 


George Dwelley Tells His Opinion of 
Present Industry Situation 


BUFFALO—What George M. Dwelley,; public to buy, they not only handed | 


formerly sales manager of Kelvinator, 
and now sales, advertising, and distri- 
bution manager of Jewett Refrigerator 
Co. thinks of the present situation in 
the electric refrigeration industry is 
in a booklet entitled, “The 
Refrigeration Picture—Right Now,” re- 
cently published by the Jewett Refriger- 
ator Co. 

“To read the future, study the past,” 


says Dwelley. “Thousands of dealers 
|hundreds of road men—are asking 
themselves right now the following 


questions: 


“What future does refrigeration hold | 


for me? 
“Where is the industry going? 
“Where can I find and realize 
greatest profit? 


Oldest Sales Manager 


“These questions are pertinent. The 
answer, when found, will be important, 
as it will lead to 10 years of profit. 

“It is in the attempt to help clarify 
your thinking that this article is writ- 
ten. The writer believes himself cap- 
able of thus helping you as he is the 
oldest sales manager in electric refrig- 
eration, and pioneered, developed and 
brought up to its present size the first 


the 


company in the business—still one of 
the three leaders. 

“The situation right now is one of 
flux and change. Over the past 10 


years a few large companies controlled 
the industry—indicated the prices and 
the policies—and you worked with them 

or were not in the industry 

“Today there are many companies in 
the business. Prices have been slashed 

and slashed again. Dealer margins 
have been cut, road men’s salaries have 
been reduced, volumes (since June of 
1932) have diminished, competition is 
keener, profits are hard to realize 


Refrigeration Has Arrived 


“Electric refrigeration 
The public is sold on it. 
want refrigeration than 
if they had the price. 

“But—am I representing the right 
company? Where is the winner of the 
next ten years? Will prices—and profits 

go back up with improving times? 
Where do we go from here? 

“It is our deliberately 
opinion that prices will not go back up. 
In fact, over the next few years, we 
believe prices will lower even more 
The reasons for this opinion will be- 
come apparent as you read further 

“In many companies, dealer margins 


has arrived 
More persons 
ever before 


will shrink considerably. Salesmen’s 
sataries will be further reduced. In 
other companies they will not. Why? 


This, too, will be made apparent 

“Many companies will go bankrupt, or 
quit. Others will grow and _ prosper. 
What are the reasons? This article will 
try to make all these points clear 


Battle to Survive 


“In the period from 1920 to 1925, it 
was a pioneering job to sell refrigera- 
tion. Few wanted it. Few believed in it. 
But hard won step by step, two and 
then three companies fought their way 
up into the sun of public approval 

“This was an accomplishment of 
infinite labor. Many times as much ef- 
fort had to be expended then for each 
individual sale. The cost of selling was 
high, until in 1926, the break seemed 
to have come 

“The small companies of 
grown and prospered moderately. They 
had set up overheads, advertising and 
sales promotional budgets, and field ex 
pense each year, beyond their mean 
but looking forward to a constantly in 
creasing volume of sales 

“This hope was justified by the event 
of ’26, '27, ’28 when the 
volumes of all the old companies jumped 


had 


1920 


and ’29 sales 


enormously, and huge new companie 
with ample capital came into the pic 
jture—and also prospered 


Success in Depression 

had 
Huge 
enormous advertising and 


arrived! 
executive 


“Electric refrigeration 


} 
sales 


and what did 
Prices were high—profi 
the dear old 
and bought 
pulled the 


it matter? 
were 


bought 


easy—and 
and bought 
“Then somebody 
stock market crashed. Some 
nesses went to the dogs at once. Not so 
with refrigeration. The momentum was 
too great The enthusiasm too high 


Keep going! 


“And refrigeration kept going 
Through 1930—through 1931—-until it be- 
gan to look as if refrigeration, the won 
der child of industry through these 


years, was speeding on under economic 
laws of its own 

“1932! January February 
April--May—June--and__ the 
Refrigeration went the way 
dustries. Prices fell 


March 
axe fell 
of other in 


and fell--and fell 


The country went broke. The public re- 
fused to pay the price-—either because 
they hadn't it, or because they were 


afraid to spend it 


“The big manufacturers cut payrolls 


eliminated overhead in every direction 
shaved fractions of pennies in pur 
chases, and did a mighty efficient Job 
at the factory of trimming their sales 


“In order to persuade the reluctant 


considered | 


every cent of those savings on to the | 
public, but even cut their profits to the 
bone. 

“In many cases they went beyond that 
point, and sold at a figure below cost, 
just to keep their employes working. 

“In all the specialty industries retail 
prices are scraping bottom. In many 
of them it is our belief that retail prices 
will rise as times improve. We do not 
believe, however, that refrigeration 
prices will do so. In fact, if there are 
any further changes, we believe prices 
will go still lower. 

“The reasons are fairly simple. From 
1926 on, attracted by the speed of the 
industry, new factory after new factory 
came into the picture. All made sales. 
Few have quit. 


Typical Factory Budget 

“In the aggregate, they are selling a 
huge quantity of refrigerators—most of 
them good. And on these sales they are 
making a profit, provided they are small 
factories, as many of them are. 

“A typical large factory home office 
overhead, in salaries, traveling expense, 
and outside expenditure alone, without 
any of the other expenses figured at all 


would look about as follows: 
H. O. Executive and Departmental | 
Salaries arated Sig Nei $ 300,000 | 


H. O. Clerical Salaries . 150,000 
Executive and Departmental 

‘SIAVOMUNE occur PES 
25 Wholesale Men, Salaries and 

Expense keen 
Advertising 
Sales Promotion 
Economics 


35,000 


250.000 
1,000,000 
200,000 

: 15,000 
$1,950,000 


Budget 
Budget 
Home Budget 
Total , 
“Thus, if this factory sells 100,000 ma- | 
chines (and 4,000 machines per whole- 
sale man is a big quota) there is a nice 
little overhead of $19.50 per machine, 
added to the price on the shipping floor 
before it reaches the distributor.” 


| addressed 


|vidend of 25 


Dr. Allison Stages'(QQPERATIVE DISPLAY 


5 Meetings In 
New England 


NEW YORK CITY—Immediately fol- | 


lowing his return to this city, on Oct. 


|22, from his trip to the Southern and 


Far Western states, Dr. G. W. Allison, 
field manager of the Electric Refrigera- 


tion Bureau, went to New England for | 


a series of five meetings. 

At Lowell, Mass., on Oct. 24, he spoke 
on refrigeration to 50 central station 
representatives, and the following noon 
he attended a luncheon meeting of 45 
dealers in Manchester, N. H. On Oct. 
26, at Rutland, Vt., he was the guest 
of honor at a dinner meeting arranged 
by State Director W. A. Buttrick and 
66 men representing prac- 
tically every local bureau in the state. 

On Thursday, Oct. 27, he was the 
guest of the Metropolitan Electrical 
League of Boston at a special refrigera- 
tion meeting which 210 men 
over the Greater Boston territory at- 
tended. The following day at Worces- 
ter, Mass., he attended a bureau meet- 
ing of 45 local dealers and salesmen. 


GENERAL MOTORS TO PAY 
DIVIDEND OF 25 CENTS 


DETROIT—The regular quarterly di- 
cents on common stock, 
payable Dec. 12, to stockholders of rec- 
ord on Nov. 11, has been declared by 
the directors of General Motors Corp. 


The regular quarterly dividend of $1.25 


declared, 
record on 


stock was also 
stock of 


on preferred 
payable Feb. 1, to 
Jan. 9. 

The statement of the General Motors 
Corp. for the nine months ended Sept. 
30 was the lowest brought out by the 
company since it attained its present 
important position in the motor indus- 
try. 


| afford 


HELD IN INDIANA CITY 


RICHMOND, Ind.—The show held 
under the auspices of the Richmond, Ind., 
bureau during Electric Refrigeration 
Week was unique among exhibits of its 
kind in that the bureau’s efforts were 
concentrated in a direct appeal to actual 
prospective purchasers, with no attempt 
to attract the merely curious through 
special entertainment features. 

Each of the 10 dealers who partici- 
pated in the show placed as much news- 
paper advertising as he felt he could 
four times during the week 
Supplementing this, the Municipal Elec- 
tric Lighting and Power Plant placed 
four advertisements of 40 in. each. 

The local telephone directory was di- 
vided into 10 equal sections, and each 
dealer was obliged to call all the num- 
bers assigned to him, inviting the sub- 


|scribers to attend the show. 


from all | 


Every afternoon Miss Edythe E. 


| Moore of the home service department 


of the central station gave cold cookery 


| demonstrations, and it was noted that a 


large part of the attendance in the eve- 
nings was made up of women who had 
attended the afternoon demonstrations, 
and had brought their husbands to look 
over the various models. 

No particular effort was made to close 


sales during the show, although four 

sales were made from the floor. How- 

ever, 98 prospects were secured. 
Practically the entire expense was 


borne by the central station, the dealers 


| being held responsible only for the dec- 


orations of their own booths after pay- 
ing an assessment of $5 each as a con- 
tribution to the rental of the floor space 
in the Richmond-Leland hotel where the 
show was held. 

The refrigerators exhibited were Kel- 
vinator, Starr Freeze, Majestic, Crosley, 
General Electric, Frigidaire, Norge, 
Buckeye, Westinghouse, Mayflower, 
Coldspot, and Trukold 


= 


ERATION 


to produce. 


DETROIT, MICHIGAN 


... It Never 
ays to CROWD 


Therefore, 


A Fact tHat 10 Years IN THE REFRIG- 
INDUSTRY HAS TAUGHT US 


| We set our goal for sales volume according to 

the physical capacity of our sales organization 
our commitments 
are conservative and impose no unreason- 
able selling burdens. We would rather 
operate conservatively and profitably than 


strive for bigness with its attendant penalties. 


UNIVERSAL COOLER CORPORATION 


BRANTFORD, ONTARIO 


AND COMMER 


CIAL 


MANUFACTURERS OF A COMPLETE LINE OF HOUSEHOLD 
REFRIGERATION 
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News of Companion Electric Appliance Lines 


Third Hotpoint Range Lesson Tells 


How To Make Demonstration 


(Editor’s Note: This is the third of a 
series of reviews on the six-assignment 
Electric Cookery Salesmanship instruc- 
tion course for General Electric Hot- 
point range salesmen, prepared by La- 
Salle Corporation Service (division of 
LaSalle Extension university). This re- 
view is based on Assignment 3, “The 
Planned Presentation and the Demon- 
stration.”) 


By Elston D. Herron 


In making a store demonstration, you 
must lead your prospect. Answering her 
questions isn’t enough. Organize your 


demonstration presentation. Build it up | 


as you would a mystery story. Be a 
guide, not an information boy. Sustain 
the prospect’s interest. 

With these, and other similar whip- 


cracker statements, Assignment 3 opens | 


its course of instruction in properly 
demonstrating the G. E. Hotpoint 
range. The assignment is a neatly 
woven combination of crisp do’s and 
don’ts, and calm but convincing story- 


telling. 
Introductory Remarks 


More of the assignment’s introductory 
sizzlers are: 

“A planned 
canned selling talk. 
cite a memorized speech, you’re no more 
than a parrot. You're reciting a lot of 
blah. Learn the plan, and adapt it to 
each new situation. Add to it from your 
own experience. Make it flexible. 

“Learning the plan relieves you from 
thinking how you will present various 
points. Instead, you can concentrate on 
the prospect’s reactions, and determine 
how you can suit your presentation to 
the prospect.” 


selling talk is not a 


Organize Presentation 


Salesmen are told by the manual that 
they should organize their presentation 
into five distinct divisions, that Hot- 


If you simply re- | 


ly situated to appreciate the range’s 
lines and general appearance. 

Beauty presentation completed, the 
salesman and his prospect walk to the 
range, and the salesman takes up a dis- 
cussion of the Hotpoint’s cooking sur- 
face. 

Mrs. West sees demonstrated the Cal- 
rod (surface heating unit), learns some- 
thing of its construction, has steam 
cookery by electricity explained to her, 
and is shown how to operate the control 
Switches. 

Then, the man demonstrates. the 
Thrift Cooker, emphasizes its utility 
and economy features, points out ad- 
vantages of the range light. A sum- 
mary of all cooking surface merits 
closes this part of the demonstration. 
| G. E. 


chip-and- 
welded 


|buffet top; acid-resisting, 
crack-proof porcelain finish; 
|parts and concealed bolts. 


Refers to Oven 


The salesman next refers the pros- 
pect’s attention to the Hotpoint oven. 
He reminds her that no knobs or 
locks need be twisted or turned to open 
|the oven door, that the porcelain sides 
| of the oven are removable for cleaning, 
|that the oven is larger-than-average, 
|that evaporation is minimized in the 
| compartment. 

He explains the sliding shelves, smoke- 

|less broiler pan, the Calrod oven units, 
| the heat-distributing baffle, six-sided in- 
|sulation with rock wool, the 
|draft vent. 
Around the Hotpoint’s special con- 
|trols and convenience features, last part 
| of the salesman’s presentation is built. 
few oven switch, automatic temperature 
j}control and indicating thermometer, 
Telechron Timer, condiment jars, and 
|convenience outlets (one automatic) are 
| all explained. 


point features should be presented in | 


their logical sequence. 

The five divisions are: (1) appear- 
ance; (2) cooking surface; (3) construc- 
tion of the range; (4) the oven and 
what it will do; (5) special controls and 
convenience features of the range. 

Prefaced by these instructions, the 
manual reverts to story-telling to carry 
its message. The narrative shows the 
“ideal floor man” at work. Here he is in 
action: 

Demonstrates Beauty 

Mrs. West, the prospect with whom a 
Hotpoint salesman has already had two 
interviews, enters the company sales- 
room, is greeted by the salesman, and 
conducted nearer the range display. 

Floor man completes his presentation 
of the range’s beauty features while he 
and the prospect stand 10 feet from the 
object of demonstration. The prospect, 
points out the book, thus is almost ideal- 


WOLVERINE 


Seamless 


This Famous Seal 
Guarantees Satisfaction 


trade mark seal is quality. Drawn 


Every inch of every coil that has this 


to exact specifications—A.S.T.M. 


formity under automatic electric controls 
can be no question about your satisfaction. 
Plain or Tin Plated in 25-50 and 100-ft 


process there 
the “W” seal 
Shipment from large stock. 


Dehydrated Tubing 


( Bo8-30T ) 


Advantages of Order 


| An analysis of this floor demonstra- 
|tion, prepared by LaSalle research ex- 

perts, shows the advantage of present- 
jing the range’s features in their proper 
| order. 

From this order, 
be made, the manual insists. 
portant, too, that the salesman not only 
work to attain Decision 2 (prospect's de- 
termination of the make she wants) 
with his demonstration, but that he 
strengthen Decision 1 (realizing the 


need for electric cookery) with short ad- | 


vantage-proof-action sales. 


The manual then takes up the sales- | 


man’s operation of the range for demon- 
stration purposes. 

Of this, the book says, “The demon- 
stration must be planned so that the ad- 
vantages of electric cookery and the 


special advantages of the G. E. Hot-| 


Copper 


annealed to perfect uni- 
dehydrated by special 100% 
Depend on 
Coils. Quick 


WOLVERINE TUBECO. 
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SEAMLESS COPPER /? 
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Hotpoint range construction is | 
the next point taken up. Mrs. West | 
|sees and hears explained the drip tray; | 
|utility drawer; warming compartment; | 


induced | 


no deviation should | 
It is im-|} 


Aboard Roosevelt Special 


The special train which recently carried Gov. Roosevelt was equipped with 


a Majestic radio, model 324. Left to right are Senator Courtney, Illinois, 


| 
| point range are brought about in two 
| ways: first, by what the demonstrator 
|does;, and, second, by what the demon- 
;}strator says.” 


Types of Demonstrations 
Every range salesman, the instruction 
| book asserts, should understand and 
| know how to conduct five types of dem- 
onstrations. They are: 

1. Newspaper cooking-school demon- 
strations. 
2. Lecture demonstrations. 


| 3. Individual or small-group demon- | 
| strations. 
| 4 Home demonstrations after the 
| range is installed. 

5. Additional home calls or group 


demonstrations for users. 

Newspaper-sponsored cooking schools, 
avers the manual, are of great im- 
portance to the salesman because: 

1. They tell the story of electric cook- 
ery to a large number of prospects. 

2. They impress these prospects with 
|the desirability of owning G. E. Hot- 
|} point ranges. 


|of prospects are secured as leads. 

| Lecture demonstrations are good for 
|educational and _ prospect-getting 
poses, where exceedingly large atten- 
dance cannot be accommodated. 


Small Demonstrations 


Small group demonstrations in a Hot- 

point owner’s home, with a home eco- 
;}nomist in attendance, provide a good 
means of getting one or two good ap- 
pointments for special demonstrations, 
|the manual continues. 
In making the usual post-sale dem- 
;onstration in the new owner’s home, 
|the salesman is reminded, it is often 
|necessary that he actually make the 
'demonstration himself—thus necessitat- 
jing a complete knowledge of demon- 
| strating on his part. 


salesman should call frequently on Hot- 
point users. They are prospect gold 
mines, and users appreciate the cour- 
tesy shown them by the salesman’s ap- 
parent desire that the range give per- 
fect satisfaction 

After this analysis is the short story 
of how the salesman prepares food on 
the range in the salesroom, how he out- 
lines again the various types of cook 
ery possible with a Hotpoint range, and 
how he checks with his prospect the sat- 
isfactory performance of the range, 
point by point, at the close of the dem- 
onstration 


RANGE CAMPAIGN STARTED 
BY WEST PENN POWER CO. 


PITTSBURGH The West 
Power Co. which operates 44 electric 
stores in western Pennsylvania has 
opened a two months’ range sale in its 
territory, according to V. K. Stalford 
of the Ochiltree Electric Co., Hotpoint 
range distributor here. 

All of the dealers who sell electric 
ranges in this territory will take part in 
the campaign and will be able to sell 
electric ranges under the same terms as 
the power company. 

As asales stimulant, West Penn Power 
is offering four pieces of aluminumware 
to every customer who buys an electric 
range during this period. 

Cost of connecting electric ranges is 
being covered by the utility company, as 
is the installing of necessary wiring to 
the meter, the purchaser being required 
to pay only the small cost of wiring 
from the meter to the range 

Newspapers in the territory are co- 
operating in giving cooking schools, and 
the new “Magic Kitchen Coach” recent- 
ly purchased by the Ochiltree Electric 
Co. has gone into action. 


Penn 


3. Names of hundreds, or thousands, | 


pur- | 


By all means, says the manual, the | 


M. T. Nordengren, Grigsby-Grunow Co., and Mayor Cermak, Chicago. 


APEX APPLIANCES SHOWN 
IN GLASS DISPLAY TRUCK 


CLEVELAND-—A glass display truck 
|holding eight Apex appliances is at 
| present making a tour of the principal 
cities in the United States, according to 


|R. V. Cronin of the sales promotion de- | 


partment of Apex Rotarex Corp. 

This truck is equipped with a public 
address system which enables the opera- 
tor, or the Apex salesman accompanying 
the truck, to deliver a sales talk to the 
public as the truck goes through the 
city streets with the appliances on dis- 
play. 


and vacuum cleaner are among the ex- 
hibits on the glass truck. These are 
effectively displayed at night as well as 
during the day. 


G. E. BUILDS MOTOR-DRIVE 
| RAZOR BLADE SHARPENER 


BRIDGEPORT, Conn.—A_ motor- 
driven razor blade sharpener has just 
been announced by the merchandise de- 
| partment of the General Electric Co. 

The new sharpener will operate to 
sharpen any double-edge blade of the 
Gillette or Probak type. It is driven 
by a G. E. motor with patented worm 
| gear. 
| The motor starts when the cover on 
|the sharpener is closed. It is automa- 
| tically timed to shut off when the blade 
is sharpened. 

The sharpener is equipped with a 6-ft. 
rubber covered cord and plug and can 
be connected to any convenient outlet. 


An Apex refrigerator, washer, ironer, | 


OWENS-ILLINOIS °0 
BUILDS NEW FILIER 


TOLEDO—In addition to ren yj; 
dirt and soot from the air of Mes 
and buildings, the new ‘“Dustop” 
placed on the market recently } 
Owens-Illinois Co. of this city, r¢ 
99 per cent of hay fever pollen 
the air, according to William E. | ey 
president of the company. 

The filter is attachable to wai n-ay 
|furnaces, air-conditioning units, an; 
| window or room ventilators. E_ per. 
|ments in removing hay fever ey 
|from the air by the filter were cor 
| ducted in the laboratories of the E Ve, 
non Hill Co., Chicago. 


Eliminates Hay Fever 


| 

| That the ordinary, low-priced “Du -t 

| filter performs approximately the an 
|function as the specially designe 
| filters used by the medical professi.:; 
| its experiments in hay fever and as’ hms 
| relief is declared by Dr. Isabel 
| who states in a recent issue ot 
| Medical Record and Journa!: 

“One of the earliest discoveries f 
the amelioration of hay fever was th 
knowledge that certain regions prov ided 
immunity from attack. The recen’ de. 
velopment of a pollen filter has maid¢ 
possible to imitate the ragweed-fr« 
|mosphere of the resort, and to pla 
| patients in pollen-free air for a spec ified 
number of hours.” 

Dr. Beck reports on 54 typical ha 
fever and asthma cases so treated du 
ing the ragweed season of 1931. Al! 
the 54 patients, she reports, liv 
home and followed the routine of thei: 
daily lives. They depended exclu 
for relief upon residence for a va 
number of hours per day in their b: 
|}rooms which were maintained p 
|free by a specially designed air filter 


Relief in 48 Hours 


| Ten out of each 24 hours wa: 
average spent in the pollen-free 
|The number of hours during which re- 


|lief from symptoms carried over aft 
| leaving filtered air varied from fo 
/16 hours. Relief was evident within 4: 
hours after the treatment began. 

| While these experiments were ca 
lout in rooms rendered 100 per 

| pollen free by special filters, the tes‘ 
|of the E. Vernon Hill Co. show 
ithe “Dustop” commercial glass-wo: 

| filter approaches within one per c¢ 
|providing the same conditions an 
makes the treatment available in 
home. 


MAJESTIC ANNOUNCES SMALL 
RADIO TEST SET 


CHICAGO — A _ simple, inexpe: 
|}radio test set has been designed by 
Grigsby-Grunow Co., manufacture 
Majestic refrigerators and radios. 
to be plugged into the receiver, in 
will test each unit individually, as 
as each tube. 


“THEY KEEP 


A-RUNNING'' 


| 


1/6 Horse Power Century Type RS 
Repulsion Start Induction Single Phase 
60 Cyele 1750 R. P. M. Motor 


Continuously Dependable 


LUBRICATION 


One of the greatest assets a Refrigerator manufacturer 
ean build into his product is the assurance of con- 
tinuously dependable motor lubrication provided by 
the Century Wool Yarn System of Lubrication. Be- 
ginning March, 1924, this system has been standard on 
Century 
Since that time its positive ability to keep a motor 


1 horse power and smaller size 
properly lubricated for at least 1 
2t-hour-per-day operation—without reoiling 
amply demonstrated in many hundreds of 


of installations in all parts of the world. 


The Sleeve Bearings in these motors are 
from Phosphor Bronze Castings 
they will outlast most driven equipment. 


1806 Pine Street - 


year's continuous and 


\\\\ 


Motors. The Century Wool Yarn Syst 
Lubrication consists of cont 
unbroken strands of pure wor 

assures a constant delive 


has been filtered oil to the bearing sur 


thousands 
machined 
tough. close grained, 


CENTURY ELECTRIC COMPANY 


St. Louis, Mo. 
Offices and Stock Points in Principal Cities 


hay 


MOTORS 


RS- 


FOR MORE THAN 928 


YEARS AT ST. LOU'S 
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News of Companion Electric Appliance Lines 


19 f¢.! ELECTRIC KITCHEN 


L FR PLN BOOSTS SALES 


HI 
\\l 


we 


CL (VELAND The ‘General Electric 
n Institute idea has caught the 
on of electrical appliance dealers 
nd istributors, as well as architects, 
and realtors throughout the 
un ry, according to W. J. Daily, ad- 
-erti ng manager, refrigeration depart- 
men’ General Electric Co. 
National Electrical Supply Co., 
Was ngton, D. C., distributor for Gen- 
1] Sleetric refrigerators and General 
lec’ ic Hotpoint ranges, has obtained 
no: ler for more than 60 complete Gen- 
al leetric kitchens. 
An ther General Electric distributor 
the General Electric kitchen ac- 
; with more than $50,000 worth of 
indise. Still another, E. B. Ed- 
on, General Electric distributor at 
yn, Tex., says that he has made 28 
sales in 12 
f General Electric Kitchen coach. 
We have had approximately 200 visi- 


AIL 


tte! 


il rs, 


tors per day who have inspected the 
juipment in the General Electric 
Kitchen coach and a big portion of 


ese visitors have been taken into our 


and sold General Electric mer- 
han lise,” says distributor Edmundson. 
‘We have been unable to move the 
kitchen coach and a big portion of 


y to the other as first planned due 
the fact that additional salesmen are | 
busy from noon until night inter- | 
ng the people who are constantly 
ig the coach.” 

Another distributor says that he 
verting his entire sales organization 
yne which offers the General Elec- 
kitchen planning service. He adds 
it the kitchen coach proving of 
tremendous value to them, so far having 
visited by 10,000 people, which he 

is a great many more than usually 

his showroom during the entire 


ept 


is 


I kitchen sales coaches 
pped with General Electric refrig- 
tor, Hotpoint range, electric dish- 

vasher, ventilating fan, electric clock, 

mixer, toaster, perculator, as well 

ther electrical home appliances such 

washing machine, ironer, radio, 
icuum sweeper, sun lamp. 


ese 


| Schaefer Dedicates 
| Kitchen Coach 


days through the use |} 


MILWAUKEE—E. H. Schaefer Corp., 
veneral Electric refrigerator and Hot- 

range distributor here, recently 
edicated a General Electric kitchen 


to | trical 


is | 


are | 


ach to the all-electrical kitchen move- | 


t, according to F. E. Peske, of the 
vholesale division of the distributor- 
E. H. Schaefer, 
butorship, held the dedication cere- 
on the steps of the Milwaukee 
ty courthouse. Mrs. H. K. Curtis, 
president of the Milwaukee County Fed- 
yn of Women’s Clubs, christened 
oach. She was assisted by mem- 
1f her executive council, and others 
inent in women’s club activities. 


» ceremony was attended by G. W 
Derzee, regional director of the 
Lakes district of the National 


tric Cookery Council, and vice presi- 
of the Milwaukee Electric Railway 
ght Co.; Frank A. Coffin, sponsor 
1e local Electric Cookery Council; 
). Zervas, manager of the Electrical 
ue of Milwaukee, and Glen A. Wil- 
president of the Home Show Com- 


Officials Attend 
Atlanta Affair 


LANTA—P. B. Zimmerman, man- 
of the General Electric Co. refrig- 
yn department, Preston S. Ark 


ht, president of the 
ind chairman of the 


Georgia Powe! 
National Elec- 


Cookery Council, and W. D. Alex 
president of W. D. Alexander, 
General Electric distributor, here, 


part recently in the dedication of 
first of a fleet 
en coaches. 
e ceremony was performed at the 
nta Athletic Club as the feature of 
eting there of the Georgia Power 
xecutives, salesmen, and representa- 
of the General Electric Co. 

Arkwright, who is a past presi- 
of the National Electric Light 
ciation and a member of the execu- 
committee, said in sponsoring the 
n: 

is an idea which will stimulate a 
al of trade, build morale, and fur- 
inspiration to the electrical appli- 
salesman. It will result in an in- 
ed sale of electric current by the 
ies. 

will further eliminate the drudgery 
ie American home, and relieve the 
ewife of back-breaking, energy con- 
ng labors, giving her more time for 
ip-bringing of her children. 


will mean more work for the elec- 


~ 


os aaa Bi ess ~—— 


} 
president of the dis- 


of General Electric | 


A Lesson In Cooking 


Fred Ramsdell, Hotpoint range manager of R. Cooper Jr., Chicago dis- 
tributor, demonstrates the new extension type sliding oven shelf. 


contractor, quicker and more 
| profitable sales for the real estate oper- 
ator, and more dependable tenants for 
the apartment house owner. 

“As typified by this traveling sales 
coach, the science of electricity pro-| 
claims a new all-electric kitchen as the 
outstanding modern electric develop- 
ment of today. 

“Now, the housewife may purchase an 
all-electric kitchen as a single unit. Or, 
she may purchase individual electrical 
kitchen aids, step by step, to fit in with 
a predetermined pian, until the entire 
room has been replaced by a new, con- 


|venient and all-electric kitchen.” 
| Mr. Zimmerman, as spokesman for 
the General Electric Co., outlined his 


company’s position and plans with re- 
| gard to the manufacture and sale of kit- 
| chen appliances. 

| The meeting at the athletic club 
| served a dual purpose. It provided a 
|'background for the dedication of the 
| kitchen coach, and marked the _ be- 
— of a joint program launched by 
| the Georgia Power Co. and W. D. Alex- 
ander, Inc., to educate every family in 
the state of Georgia as to the advan- 
tages of the all-electric kitchen 


Washington Sells | 
64 Kitchens | 


WASHINGTON, D. C.—One out of 
every three new homes under construc- 
tion in this city is being equipped with 
a General Electric kitchen, according to | 
E. E. Colloday, manager of apartment 
house sales for the National Electrical 
Supply Co., distributor here for General 
Electric refrigerators, ranges, and other 
household appliances. 

During the past few weeks contract 
builders, speculative builders, and home 
owners have contracted for 64 complete | 
General Electric kitchens, and of this | 
number 19 already have been installed. 

Colloday states unequivocally that 90 
per cent of all complete electric kitchens 
now installed in this territory are Gen- 
eral Electric. At the end of October 
more than $50,000 worth of G. E. kitch- 
ens had been contracted for, all 
of which will be installed within a 
short time. 

The largest job obtained far by 
Colloday the Spring Valley develop- 
ment where houses are being built by 
W. C. and A. N. Miller. Here equip- 
ment for four houses has been installed, 
20 others under construction will be 
equipped, and G. E. appliances have 
been specified for 26 others to be con- 
structed in the same development. 

A definite contract for 11 kitchens 
has been obtained from D. J. Dunigan 
Inc., now building 11 homes in the Pet 
worth section of the capital. 

In the Brookmont development, where 
Cooper C. Lightbown is completing the 
last of 10 homes, eight have been 
equipped with G. E. kitchens, and con- 
tracts for equipping the remaining two 
have been signed. Within a few days 
after the first three were completed and 
equipped they were sold. 

The ease with which houses having 
these “magic kitchens” are sold is ex- 
emplified in the experience of the 
builder of the Bosme House in Col- 
lege Park, Md. Here the _ kitchen- 
equipped home was shown over the 
week-end and sold. The Columbia Con- 
struction Co. bought and equipped a 
house in Military Rd., Washington, and 
sold it within 10 days. 

Morrison-Sacks Corp., which built a 
house in Bethseda, Md., with a G. E. 
kitchen and sold it within three weeks, 
already has contracted for two more 
kitchens. | 

So well publicized has been the prog- | 


50 


1S 


ress ade in this section 
homes with General 


; country’s 
in equipping | 
Electric kitchens | 
that the Washington Post devoted more | cent 


Hawaiian Firm Takes 
Hughes Cup Lead 


CHICAGO—The “Hughes Cup Tourna- 
ment” contest between distributors for 
G. E. Hotpoint ranges took on an in- 
ternational aspect recently when the 
Hawaiian Electric Co., distributor for 
the Mid-Pacific Islands, jumped into 
first position with 89.2 per cent of quota. 


The General Electric Supply Corp. of 
Miami is pressing the Hawaiians with 
89 per cent of quota registered on Nov. 
2. R. Cooper Jr., Inc., Chicago distribu- 
tor, is in third place, having made 81 
per cent of quota. 


WASHING MACHINE SALES 
INCREASE IN SEPTEMBER 


CHICAGO-—September sales of wash- 
ing machines increased 12 per cent over 
August sales, shipments of household 
washing machines having been on the 
upgrade for the past three months, ac- 
cording to J. R. Bohnen 
the American Washing Machine Manu- 
facturers’ Association. 

“September figures of 29 manufac- 
turers representing 85 per cent of the 
production, as reported to 
Ernst & Ernst, certified public account- 
ants, totaled 56,251 machines, a 12 per 
increase over August,” states 


than two columns of news and photo- | | Bohnen. 


graphs in explanation of the advantages 
offered by these kitchens, according to 
C. L. McCrea, manager of the refriger- | 
ation department of the distributorship. | 
ship. 


“October shipments are confidently ex- 
pected to show a continuance of this | 
improvement, which began in August 
with shipment of 50,364 units, a sharp 


‘advance over July.” 


secretary of | 


| 


MAJESTIC BRINGS OUT 
ELECTRIC AUTO RADIO 


CHICAGO--A new all-electric auto 
radio has been placed on the market by 
Grisgsby-Grunow Co., manufacturer of 
Majestic refrigerators and radios. The 
new unit eliminates the use of “B” and 
“C” batteries, and is designed for sim- 
plicity of: installation and service. 

The receiver, designed for any make 
of automobile, is a six-tube superhetero- 
dyne with automatic volume control. It 
has a newly developed squelcher action, 
eliminating interference between sta- 
tions. 

A dynamotor which operates from the 
automobile battery is the source of sup- 
ply for “B” current. The chassis and 
“B” eliminator are contained in heavy 
metal cases, which are water-, oil-, and 
dust-proof. 

These are mounted out of sight be- 
neath the floor of the car, and operated 
from a remote control unit clamped to 
the steering wheel column beneath the 
steering wheel. The speaker is mounted 
below the dash. 

The connecting cable is a continuous, 
fully shielded cable equipped with plugs 
for the hook-up of the various units. 
Motor noise is eliminated by a improved 
type of enppreacry for the ) apa plugs. 


ANNOUNCE CONTEST RESULTS 


ATLANTA—The Georgia Power Co. 
has announced results of its recent 
range sales campaign showing that the 
campaign was completed with sales of 
457 units, or 101.6 per cent of quota. 


Refrigeration Dealers are Selling 
AUTOMATIC HEAT 


WINTER HEAT AND 


ADVANTAGES TO BUYER 


ADVANTAGES 


SUMMER AND WINTER HOT WATER 


S TO DEALER 


ECONOMY: Automatic Motorstokor heat costs less APPEAL: Heat a fundamental necessity. Automatic 
than to continue hand firing, % the cost of heat the greatest of all home improvements 
oil,-’4 the cost of gas. It pays for itself Now available with Motorstokor on a-pay 

: for-itself basis 

>, hs id by ¢ ‘ . > “rs > . t « r, ‘ ail . 

COMFORT Automatic temperature control and SALABILITY: Because of the economy feature 
health protection home owners, apartment house owners, 

CONVENIENCE: Automatic heat without labor users of heat for commercial purposes pay 

‘ for Motorstokor whether they own one or 
and annoyances. No coal to shovel, no tee : 
0 
ashes to shovel rarer ie . Th 
UNTOUCHED FIELD: 92% of all heating plants 

SAFETY: Nothing to leak, nothing to explode burn coal. Gas and oil have whetted the 

everybody knows coal and trusts it. public desire for automatic heat but have 
' failed to satisfy it 

CLEANLINESS: No dust, no dirt, no smudge, no PROFITS: Sound price and discount policy, liberal 
smoke, no odors, no noise, no inside coal dealer margin No losses from service 
bins,—-an additional basement room. demands. 


All the Luxury of automatic heat at a saving 


All that a product should be as a 


money maker 


RFN-1 
CLIP to your 
letterhead and 


MAIL 


What Is Your Dealer Proposition? 
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ELECTRIC REFRIGERATION NEWS, NOVEMBER 9, 


IOWA DISTRIBUTOR OF 
FRIGIDAIRE RESIGNS 


DAVENPORT, Iowa—Joseph S. Kim- 
mel, president of the Electric Equip- 
ment Corp., which for many years has | 
been the distributor of Frigidaire prod- | 


ucts for the eastern half of Iowa and | 
a large portion of Illinois, announced | 
recently that his company is retiring | 

| 


from the refrigeration business. 
In the future, Mr. Kimmel’s time and | 
efforts will be devoted largely to the af- | 


fairs of the Republic Electric Co., job- | 
bers in electrical appliances, which | 
company he founded 15 years ago. 

Mr. Kimmel was first associated with 
General Motors many years ago when 
he was made distributor for Delco- | 
Light products with headquarters in 


Davenport 
When the Frigidaire Corp. at Dayton 
began the manufacture of refrigeration | 
equipment in 1920, Mr. Kimmel took | 
over the distribution and sale of this | 
equipment in the territory where he 
had been representing the products of | 
the Delco-Light Co. 
In 1931 his distributorship lead the 
north central region in its percentage aol 

sales quota. 


NEW YORK JUDGE BUYS TWO 
NEW FRIGIDAIRE MODELS 


| 
NEW YORK CITY—The first two | 


sales of the new WP model Prigiveire | _ : 


in the New York area were made to Al- 
fred J. Talley, former judge of the | 
Court of General Sessions, by G. Ward, 
salesman of Frigidaire Sales Corp. here. 
Judge Talley bought a WP-6 and a) 
Lad P-7 


EAMES 


| 


AVAILABLE | 
TO A MANUFACTURER 


A Specialist on Distributor 
and Dealer Organization 


A sales executive with Il years 
experience with one leading 
manufacturer is available if you 
have the right proposition. 


He has appointed and organized 
distributor and dealer organiza- 


authority on both domestic and 
commercial manufacturing and 


Electric Refrigeration News. 


styles. One size fi 
ator; 
to adjust--more 
of strong, durable 
non-lump _ filler. 

protection to every 


ator finish 


co 


Minneapolis 


young 


and visit representative industries. 
trip this year took them as far west as 


ter 


@ Big savings over old 


small, medium or large. 


Write for prices today. 


‘Derby’ Mutuels Cashed 


Ca os tn 
> 


R. H. Gied (at rear left), merchandise manager of Virginia Public Service Co., and C. H. Brogan (at rear 
right), Kelvinator district manager, pay off tickets held by the Alexandria, Va., sales staff, winner of one race in 


10 NEW YORK CITY MEN 
GUESTS AT SERVEL PLANT 


EVANSVILLE, ‘Tad 
| from a nation-wide 
| manufacturing industries, 
representing the Thorne 
Foundation of New York City, 
visited the Servel factory here. 

The Thorne Loomis Foundation is or- 
ganized and supported by a group of 
New York stock brokers. Each year, 10 
men are selected from the em- 
ployes and clerks to tour the country 


Returning East 
inspection tour of 
10 young men 


recently 


Yellowstone National Park. 

Touring in a_= special bus, fully 
equipped with sleeping quarters and 
field kitchen, they left this city for 


| Louisville, the next stop on their tour. 


Those making the tour were: Bryant 


tions in the East. South and C. Washburn, Henry J. Davison, A. W. 

Middle West Huber, F. J. Gillin, J. Donaldson, F. J. 

: os O'Toole, K. A. Wichens, E. Grasman, 
wit Z . J. P. Acton, and F. W. Curran. 

In addition, he is an engineer 

with two college degrees. An CROSLEY REPORTS LOSS OF 


$300,700 IN 6 MONTHS 


sales problems. Has planned and CINCINNATI—Crosley Radio Corp., 
executed sectional and national | jn the six months ending Sept. 30, had 
sales campaigns. net loss of $300,700 against $60,952 in 
the hike 1931 period. In the quarter 
For appointment write Box 520, | ended Sept. 30, net loss was $223,002 
against net profit of $84,005, or 15 cents 


yn 540,000 shares, in the September quar- 
last year. 


refriger- 
Easy 
nvenient. Made 
green drill with 
Affords perfect 
type of refriger- 


ts any 


Brooklyn New Orleans simeeneenc ~— 


Ghe MULLINS 


Sater arttt— 


MARINETTE @WIS 


Loomis | 


The | 


| 


|. 


the recent Kelvinator ‘Derby.’ R. R. Bassett, leading salesman, is shown seated in the center of the front row. 


How a Distributor Rentins 


As Practiced By Klein Stove Co., Philadelphia 


By Phil B. Redeker 

PHILADELPHIA—A tale of how 
mer dealers for the Leonard ice 
were transformed into dealers for the 
Leonard electric refrigerator, and how 
Leonard ice box users became users of 
the Leonard electrics, is the main theme 
in the story of the rapid growth of the 
Klein Stove Co., Leonard distributor in 
the Philadelphia area. 

For 18 years, the Klein Stove Co. had 
been a distributor for Leonard ice boxes. 
When the Leonard Refrigerator Co. an- 
nounced in 1930 that it intended to dis- 
continue its line of ice boxes and would 
in the future manufacture only electric 
refrigerators, the Klein Stove Co. bought 
the total inventory of 20,000 Leonard ice 
boxes. 


for- 
box 


Sell 18,000 Ice Boxes 


Approximately 18,000 of these ice 
boxes were sold by dealers of the Klein 
Stove Co. in 1931. It might seem that 
this would constitute a hindrance to the 
sale of the Leonard electric line, but in 
the opinion of Walter Brous, manager 
of the refrigeration division, it was a 
distinct asset. 

The activities of Leonard ice box 


dealers in the territory led to the pub- 
lic’s acceptance of the fact that Leonard 
was one of the leading manufacturers 
in the ice box field, and why, Brous 
asks, should it not be logical for them to 
think that Leonard would take a lead- 
ing place in the field of domestic electric 
refrigeration? 

When the Klein Stove Co. decided to 
take on the Leonard electric line a little 
more than a year ago, the executives of 


|}the company, which include Samuel 
Klein, the founder, and his five sons, 
set about to find a competent sales 
manager 
They selected Brous, who at the time 
was rounding out 12 years of service 
with the Chrysler Corp., and who previ 
ously had been both retailer and whole 
saler of electrical appliances 
Within the year Brous has built a 
dealer organization of more than 200 
|retail outlets covering 68 counties lo 
cated in parts of four states, and has 
made the Klein Stove Co. operation one 
}of the largest in the Leonard organiza 
tion 
Educate Dealers 
To accomplish this feat, a good deal 
of personal campaigning and dealer 
education was necessary. A majority of 
|the dealers were former outlets for 
Leonard ice boxes, and they had to be 
educated and sold on Leonard’s electric 
job 
In his drive for dealers, Brous first 
sent out a series of three letters to the 
prospective dealer, pointing out not only 
the advantages of the Leonard line, but 
also the reputation and financial rating 
of the Klein Stove Co 
The three letters were followed by a 
wholesale salesman’s call. If the dealer 
remained hesitant, two more “clinching’ 
letters followed 
If these efforts were unavailing, Brous 
himself took a crack at the proposition 
with the usual result that another 
dealer was added to the Klein Stove 
Co. organization 
As soon as a dealer is signed up 
arrangements are made to hold a meet- 
ing in which Brous or one of his 11 
wholesale salesmen will outline e Leon- 
ard plan of selling electric refrigerators 
“There are two ways to sell electric 
refrigerators—by bringing the buyers 
into a large store with advertising and 
window display, or by peddling the re- 
frigerators from door to door,” Brous 


States 


“Department stores must depend upon 


|a good job through 


advertising and display 
prospects into the store, while the only 
really successful specialty dealer is one 
who employs salesmen to do an aggres- 
sive outside selling job. 

“About 40 per cent of our volume 
comes from department store sales. The 
trick in a department store operation, 
where your make is often sold along 
with a dozen others, is to sell the depart- 
ment store salesman on your particular 
job. 


Department Store Selling 


“IT have found that department store 
salesmen employ their own special 
method of selling, and I concentrate on 
selling them on the Leonard line, rather 
than trying to tell them how to sell. If 
a salesman is particularly sold on one 
make, he will unconsciously 
make when confronted by a prospect 
who has no predetermined choice. 

“In the case of specialty dealers, how- 
ever, we believe that they can only do 
aggressive outside 
selling and we attempt to point them 
for the proper kind of selling effort.” 

Brous personally cails on every dealer 
at least four times a year. His whole- 
sale salesmen contact their dealers 
weekly, holding sales meetings, explain- 
ing the use of new sales promotion 
material 


Advertising Expenses 


The Klein Stove Co. helps to defray 
the cost of advertising used by the| 
3 me - | 

dealers on a 50-50 schedule based on a | 


percentage of the invoice price of boxes 
sold by the dealer. 
The distributor also supplies 
mail literature to the dealer at cost 
Dealers are permitted to use the 
finance plan suited to their own particu- 
lar situation The Klein Stove Co 
handles the paper for some dealers, to 
help them through the “development” 
tage of their refrigeration activities 
Every dealer required to have at 
one man trained in refrigeration 
service. During the past year Brous has 
held five 3-day service for such 
men, with a minimum attendance of 
men recorded for such meetings 
distributor has a central 
service department which maintains 24- 
hour service on major repairs, going 
into any part of the distributor's terri- 
tory to handle major repair work 
The Klein Stove Co. manufactures and 
distributes g ranges, circulating heat- 
ers, warm- furnaces, and other heat- 
ing appil 
Many 
handle 
Sale of 


all di- 


rect 


least 


schools 
30 
SeTvice 


The 


also 


as 
il! 
inces 


oft 
the 


also 


Leonard dealers 
of heating appliances 
such appliances has its peak 
season in the early fall months, at which 
time refrigeration sales are somewhat 
on the decline. For this reason, Brous 
points out, the dealer handling both re- 
frigeration and the line of heating ap- 
pliances has a well-rounded year of sales 
ictivity and can maintain a substantial 
volume of business during all seasons of 
the year 


KING KOLDS SELL FOR $47.50 


offer- 
at its 
50 


its 


lin 
ine 


CHICAGO 


lectric 


King Kold Corp. is 
ing € refrigerators for sale 
factory prices starting at $47 
Advertisements running in local news- 
papers read: “King Kold has met the 
jemand for greater value at lower 
by eliminating the middleman’s 
Who wouldn't be interested in 
from 35 per cent to 50 per cent of 


t 
at 


prices 
profit 
saving 


to bring their | 


ROESSLER & HASSLACHER 


QUOTA BUSTERS CLR 
MEMBERS ARE LIST?) 


| MANSFIELD, Ohio— Members 0° th, 
|inner circle of the Quota Busters © |y; 
Westinghouse organization of le: 
refrigerator salesmen, and the nu 

of units each sold up to the mon: of 
October are as follows: 

Harry Meyerrose, Boggs & 
| Pittsburgh, 159; George Schultz, 
as: Co., St. Louis, 140. 

J. J. Brennen, Electric Servant © 
| vimkere, N. Y., 123; Sol Lewis, & 
| Lewis Co., Omaha, 122; Maynard St: n; 
| fli, H. E. Saviers & Son, Reno, Nev., 21 
|R. H. Puelicher, D. S. Stophlet, Mad 
| Wis., 120; Lawrence E. Tompkins, T 
| kins, Refrigerator Co., Cleveland, 1 
| A. F. Kramer, Electric Construc ‘ior 


Co., Fresno, Calif., 115; W. W. Dro id, 
|Houston Light & Power Co., Hous'on 


| Tex., 106; James Rigdon, Whitehi ¢& 
| Danforth, Pittsburgh, 106; Cunning! am 
|Parks & Hull, Baltimore, 103; H G 


|Ratner, Iron City Electric Co., Pitts 
|burgh, 101; R. W. Badgero, Walz H 
| ware Co., Saginaw, 101; R. N. Snyder 
|E. H. Maher, Hempstead, N. J., 98 


| J. Fieldsteel, 
ers, 638 (apt.); 


803 (apt.); George I.ud 
Allen Black, 600 (a 
lV. Lebedjeff, 476 (apt.) all of Alle 
| Ingraham, Inc., New York City; anid C 
|V. Snyder, Wesco, Chicago, 468 (apt 
| Quota Busters for the same ps 
| were: Hardy Culp, Hartman Bros 
|San Jose, Calif., 93; W. O. Gamble, Fr 
R. Gamble, Inc., Dallas, Tex., 90; Wn 
| Edwards, Electric Servant Co., Yonkers 
IN. Y., 88; J. L. Mullen, Van Zandt 
Supply Co., Huntington, W. Va., 87 
P. T. Smelzer, Treman, King & (© 


| Ithaca, N. Y., 86; H. E. Arnold, Arnold 
|Bros., Inc., Sacramento, Calif., 84; Pau! 
|Rich, Rich & Co., Indianapolis, 83 
Forest Dicks, Rich & Co., Indianapol 

82; W. H. Reuter, Kaufman’s, Pitt 

burgh, 79. 

J. G. Lang, A. R. Lingburg Co., St 
Louis, 79; Rilee, Parks & Hull, Balti 
more, 79; Geo. Grauer, Donald Blakes 
lee, 78; Leo K. Hill, Electric Servant 
Co., Yonkers, N. Y., 78; and D. Bos 
worth, Allen-Ingraham, Inc., 360 (apt 


Artic 


REG US PAT. OFF. 


(R&H Methyl! Chloride) 
THE IDEAL 
REFRIGERANT... 


eae non-corrosive, easily 
handled and high in operation 
efficiency, ARTIC proves the 
ideal refrigerant for all types of 
modern refrigeration equipment. 


push that | 


| Write us for further information 
| about its properties and various 
applications. 


THE 
CHEMICAL COMPANY 


Incorporated 


Empire State Building | 
350 Fifth Ave. New York, N.Y. | 


Testing Service 


for Domestic and Commercial 
Electric Refrigeration 


and experimental 


Testing 
service for Man- 


laboratory 


ufacturer, Distributor, Cen 
tral Station. Test data ex 
clusive property of client 


Electrical Testing 


Laboratories 


80th St. & East End Ave 
NEW YORK 


Kno yest 


—- 
— 


Testing Laboratory 
For refrigerators 
and refrigerating equipment 
George B. Bright Co 
Refrigerating Engineers and Architects 
2615 12th St., Detroit, Mich. 


NAME PLATES att kino: 


Vitreous Enameled or All Metal 


The first thing you look at on a refrigerator is the 


THE ID. JL LID C 


COLUMBUS, OHIO 


nm 


VIRGINIA SMELTING 


WEST NORFOLK. VA 


dealers’ regular list price?” 
Invitations to visit the factory and 
‘see the electric refrigerators made” 
are included in the advertisement \ 
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ELECTRIC REFRIGERATION 


UYER’S GUIDE 


Manufacturers Specializing in Service 
to the Refrigeration Industry 
SPECIAL ADVERTISING RATE (this column only)—$12.00 per space. 


Payment is required monthly in advance to obtain this special low rate. 
Minimum Contract for this column—13 insertions in consecutive issues. 
All advertisements set in uniform style of type with standard border. 
Halftone engravings of 100-line screen, either outline or square finish. 


No reverse cuts or heavy black effects. No charge for composition. 


Brunner Equipment is 
Priced to Get Sales for 
You On a Competitive 


Basis 
It is built to create good-will 
through longer life and freedom 
from trouble. 


Es rhe Go 
SRUNWER MFG.CO. Urica. NY. US A. 


BRUNNER 


High Sides and Compressors 


Brunner Manufacturing Co. Refrigeration Division Utiea, N.Y. | 


| 
| 
| 
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A NEW FIN COIL 
by PEERLESS 


Wedge-locked and edge-locked aluminum fins on 
tinned copper tubing for methyl chloride, sulphur 
dioxide, F-12, etce..—aluminum tubing for ammonia. 
Absolute Metal to Metal Contact. 

{ Superior Coil in which Soldered Return Bends have 
been eliminated. 

Priced to meet 1932 conditions. 

Write—Wire for Catalog. 


PEERLESS ICE MACHINE CO., 515 W. 35th St., Chicago, Ill. 


EXPANSION VALVE 

(Pat. No Others 

For use with Methyl Chloride 
and Sulphur Dioxide 


1870090, Pending) 


The perfect thermostatic valve. The con- 
trol always resides in the bulb due to the 
patented Peerless warming method. The 
PEERLESS will eliminate your expansion 
valve troubles. 


List Price, $13.50. 
PEERLESS ICE MACHINE CO., 515 W. 35th St., Chicago, Ill. | 


Write for bulletin. 


~ 


We will make it for you! 


We are perfectly equipped for quantity produc- 
tion of light or heavy mechanical parts or units. 
and 
Unusually moderate charges. 


Precision manufacture 


rapid delivery. 


Indian Motocyele Co. 


Springfield, Massachusetts 


Completely assembled and individu- 
ally bagged. Ready for shipment in 
your refrigerator. Write for com- 
plete list of standard sizes and prices. 


JOSIER LAMP & STAMPING CO 


Y, EVANSVILLE, IND 


REFRIGERATION SUPPLIES 
We carry a complete stock of 
EVERYTHING IN REFRIGERATION 
including a full line of 
RUBBER PARTS FOR ICE CREAM CABINETS 
Frost Collars, Brine Hole Stoppers, Lid Rings and Knobs 


MELCHIOR, ARMSTRONG, DESSAU CO. 


116 Broad St., New York 523 Arch St., Philadelphia 


YOUR ADVERTISEMENT 


in this Buyer's Guide Column will be seen by distributors, dealers 


and manufacturers throughout the entire world 


SPECIAL LOW RATES 


make it easy to keep industry buyers constantly informed of your 


refrigerator 


products and service. 


Electric Refrigeration News 
550 Maccabees Bldg. 


Detroit, Mich. 


NEWS, NOVEMBER 9, 1932 


REQUESTS FOR 
INFORMATION 


Please refer to the 1932 Refrigeration 
Directory and Market Data Book for 
a complete list of all manufacturers of 
refrigeration equipment, parts, mate- 
rials, supplies, and accessories; also for 
all available statistical data on 
of refrigeration equipment, distribution 
methods, 

New edition with October Supplement 
(paper covers) is now available at $1.00 
per copy. 
Advertisers 

published 
buyer's guide 
list of all known 
mailed if stamped, 
velope is enclosed 
Readers who can 

furnishing correct answers to in 
quiries, or who can supply additional 
information, are invited to address 
Electric Refrigeration News, mention 


sales 


etc 


will be given preference 

answers to requests for 
service, but a complete 
suppliers will be 
self-addressed en- 

with inquiry 

be of assistance 


in 


in 


ing query number 
Food Preservation 
Query No, 983-—““We are very much 


interested in obtaining all the available 


information possible on the subject of 
food preservation. Kindly let us know 
what information you may have, or 


where we may obtain such information.” 

Answer—We refer you to REFRIGERATED 
Foop News which contains much valu- 
able information on the subject of food 
preservation. It was established in 
March, 1930, as a section of ELectric 
REFRIGERATION News, and was made into 
a separate publication in September, 
1931. 

In developing this paper, we foresaw 
the increasing demand for information 


|regarding food preservation, particular- 


ly in connection with the marketing of 
commercial refrigeration equipment. We 
realized that the time would come when 
the mechanics of refrigeration would 
become important, and that atten 
tion would become focused upon the 
contents of the refrigerator 

In general, the first in the sale 
of commercial refrigeration equipment 
was that of installing a mechanical unit 


less 


stage 


to replace ice delivery. The second 
stage was that of installing new sto! 
age and display cases as units. The 
next stage will be the installation of 


complete and adequate display and stor- 


age facilities 

It has been a fairly simple matter to 
show the economy of the mechanical 
unit in comparison with the cost of ice 
for a single unit in the store or restau 
rant. To sell adequate refrigeration 
will require a knowledge of the met 
chandising of food, as well as a more 
complete understanding of the proper 
methods of preserving all kinds and 
varieties of food 

Through REFRIGERATED Foop News we 
are uncovering all sources of informa- 
tion, including scientific studies, labora 
tory tests, and practical experience 


This paper serves as the connecting link 
between the refrigeration and food in- 
dustries, and is the only one devoted to 
the common problems of the two in 
dustries 


75 G. E. REFRIGERATORS 
ORDERED BY HOSPITAL 


BOSTON--A for 75 General 
Electric refrigeration units, to be in 
stalled in the New England Deaconess 
Hospital here, has been secured by 
Gentsch-Thompson, Inc., General Ele¢ 
refrigerator distributor for this ter 
ritory 

Samuel 
of the 


received 


contract 


tric 
commercial salesman 
organization 


tnan a 


Kinhan 

Gentsch-Thompson 
the contract after 

work When 

the he 


engineel 


more 
Kinhan first con 
informed by 
mechanical refrigera 
three of 


titution 


pital he wa 
that 
furnished al 
the 


comprising 


however, Kinhan learned that 


quantitie of old-fa 


being used daily 


hioned refris 
He made a 
id the pur 


Electric 


was 


urvey of the buildings and t« 


hasing agent that five General 
makers would supply 


for the institution's daily 


ifficient ice 
consumption 
The official was 


ome 


ceptical and it wa: 
time before he allowed 
ad for a 


proved 


an 


ice 


maker to be in demonstra 


ucce ful 
the authoritie 
yreed to have three conditioned air 


units installed in three large walk-in 
cabinets 

The institution is 
Deaconess General 
Memorial building 


ing 


GENERAL ELECTRIC TO EQUIP 
MODEL HOME 


NEW YORK 


the 
ilmer 
Nurs 


compo ed of 
Hospital P 
and School of 


CITY—A Flee 


General 


tric refrigerator, model S-44, a Hotpoint 
range, model RA-50, and a dishwasher 
with a 62-in. sink will form part of the 
equipment in the kitchen of the model 
house now being constructed for W 
and J. Sloane ‘ifth Ave. at 47th St 

The house, which will be open to the 
public this week, and will remain on 
lisplay until after Christmas, is spon 
ored by House and Garden magazine 
ind was designed and decorated by 
Howard and Frenaye, architects 

The house will be of the colonial type 
and the rooms will show the greatest 


possibilities of arrangement and decora 
ri 
tion 


FRIGIDAIRES PLACED 
IN TWO SUBMARINES 


COCO SOLO, Panama Canal Zone 
Installation of the first refrigeration 


equipment using F-12 on board subma- 
rines was completed recently by Frigid- 
aire Corp. at the naval operating base 
here. The vessels equipped are the S-16 
and the S-11. 

The Frigidaire equipment supplies the 
food storage boxes and drinking water 


coolers for both members of the crew 
and the officers’ ward room 
Following the installation under su- 


pervision of C. F. Brooks of the factory, 
test runs were conducted by Lieuts. J.C. 
Lester and R. L. Swart, navy engineer 
ing officers, during which the _ hold 
temperatures while the vessels were on 


the surface ranged between 95° and 
100° F. When the craft dived, the hold 
temperatures rose immediately from 
105° to 110° F. The tests under naval 


service requirements were successful. 

The compressors are low in the boats 
and have no chance for ventilation, with 
{the result that the temperatures, when 
the boats are submerged, run up to 115 
Ww 

Another operating factor is the in 
tense humidity, which reaches 100 per 
cent within a few minutes after hatches 
are closed for a dive. The warm ail 
within the vessel, and the cold water 
without, causes immediate precipitation 


with the result that all mechanical 
equipment operates under dripping wet 
conditions most of the time 


COMPARATIVE TESTS CLOSES 
| SALE OF UNIT 


Pa.-Frank Stortz, Frigid 
aire dealer here, took a sceptical pros 
pect, T. D. Owens, who thought all elec 
tric refrigerators equally efficient, at his 
word recently, and installed a Frigidaire 
in Owens’ kitchen alongside a rival box 


E MAUS, 


equipping both refrigerators with test 
pauges 

Exceptionally hot fall weather set in, 
but at the end of a week's test, it was 
shown that the Frigidaire operated ap 


proximately half the time of its oppon 
ent, and that its freezing time for 
serts and ice cubes was 40 per cent less 
The Frigidaire won and_= stayed in 
Owens’ kitchen 


FLOATING LABORATORY IS 
ELECTROLUX EQUIPPED 


des 


SEATTLE The University of Wash 
ington floating laboratory, a 75-ft. vessel 
called the Catalyst, has recently been 
equipped with Electrolux refrigeration 
tobert Johnson, Electrolux dealer here 
secured the contract 

The Catalyst is to be used for crui 
ing in Puget Sound and off shore in 
deeper waters. It has accomodations 
for a scientific party of 12, in addition 
to a crew of four men 

This vessel is an important phase of 
the oceanography program of the Uni 
versity of Washington. Recently the 
university dedicated it new $200.000 


structure housing the Oceanographic 
department which was made possible by 
a gift from the Rockefeller Foundation 


- 
| THE CONDENSER 


PAYMENT IN ADVANCE is required 
for advertising in this column. The 
following rates apply: 

POSITIONS WANTED—Fifty 
or less, one 


words 
insertion $2.00, additional 
words four cents each. Three inser- 
tions $5.00, additional words ten cents 
each. ALL OTHER CLASSIFICATIONS 
—Fifty words or one insertion 
$3.00, additional words six cents each. 
Three insertions $8.00, additional words 
sixteen cents each. 

REPLIES to advertisements with box 
numbers should be addressed to the 
box number in care of Electric Refrig- 
eration News, 550 Maccabees Building, 
Detroit, Mich. 


less, 


POSITIONS WANTED 
ENGINEER—14 years active 
and commercial refrigeration 
ence includes thorot 
dynamics and mechanics of gases 


in domestic 
work. Experi 
izh knowledge of thermo- 
design of 


units, compressors, boilers and accessories 
(expansion valves, floats, thermostats, ete.), 
engineering management, laboratory, pro- 
duction and service work Position desired 


with unit or References. 


30x H11 
REFRIGERATION 
compressor and coils 


parts manutacturet 


MAN. Well versed in 
(either system), wishes 


to make connection with reliable company. 
Also has several ideas which will beat 
what's on the market in this line. Box 515 


REFRIGERATION ENGINEER Technical 
graduate thoroughly experienced in the de 
sign and application of refrig 
eration equipment desires make a new 
connection with manufacturer or distributor 


commercial 
to 


Has also had sales and managerial experi 
ence Available on thirty days’ notice 
Address Box 519 

YOUNG MAN, American, married, age 30 
now in charge of engineering and technical 
departments of one of the largest distribu 
tors of ice-making and _ refrigerating ma 
chinery (household and commercial) in South 
America desires other position, Has had 12 
years experience designing selling and 
erecting ammonia, methyl chloride and sul 
phur dioxide installations. Box 521 
REFRIGERATION | Service Man Young 
man, mechanically inclined, desires chance 
to work for company in this capacity. Four 
year technical high chool graduate; also 
graduate of refrigeration school Willing 
worker, best references, with future in mind 


rather than pay Box 522 
EQUIPMENT FOR SALE 


REFRIGERATION EQUIPMENT HIGH 


SIDES AND COMPRESSORS Complete 
high sides for household refrigeration $24.50 
We can furnish you with piston or well 
known rotary type either for sulphur or 
methyl, completely assembled; motor, com 
pressor and condenser on metal base The 
component parts of these units are manu 
factured in nationally Known plants and as 
sembled by us. We issue no catalogue, but 
will gladly furnish any information desired 
6228 Cass Ave., Detroit 


WESTINGHOUSE EQUIPMENT 
INSTALLED IN HOSPITAL 


Westinghouse’ Electric 
Supply Co. of Chicago has installed new 
Westinghouse commercial refrigeration 


CHICAGO 


equipment in the Wesley Memorial 
hospital 

The installation consists of two 
AP-440 Westinghouse commercial cabi 
nets, each cooled by an AS-50 compre 
or. These cabinets are used in the main 
kitchen and supplant ice boxes 

Westinghouse refrigerators, model 
AP-200, have also been installed in the 
diet kitchens on the second, third, and 
fourth floors of the hospital 
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